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Thirty-third Year, No. 35 


INSURANCE COMPANY STOCKS 
GENERALLY HAVE DOUBLED IN 
VALUE IN LAST FEW WEEKS 


Many Are Three Times Above 
Lows, Reflecting Big Gains in 
Investment Portfolios 


IS BELIEVED PAST 





CRISIS 


Despite Reactions in Prices to Come 
Increased Confidence in Insur- 
ance Securities Is Seen 


Fire and casualty insurance companies 
have been important beneficiaries of the 
current enhancement of values in the 
security markets of this country. Al- 
though the insurance business itself, from 
the underwriting standpoint, will be one 
of the last to reflect business recovery 
because insurable values must themselves 
increase before the insurance on them 
can be expanded, nevertheless, the com- 
panies through their extensive invest- 
ments are in a position to benefit in- 
stantly as the depression wanes. In the 
last two months many of the larger fire 
and casualty companies have witnessed 
the values in their investment portfolios 
increase more than $5,000,000 to $10,- 
000,000 as bond and stock prices surge 


upwards. 








Return of Confidence 

This return of public confidence in the 
business future of the country is consid- 
ered by most able economists as the first 
essential step toward ultimate prosperity. 
Not only have the securities of indus- 
trial corporations, public utilities and 
railroads bounded back from the utter 
despair prices at which they were selling 
in supply not a long while ago but the 
Prices of insurance company stocks have 
gained in proportion indicating that the 
lear of insurance collapses has largely 
vanished, While the insurance business 
was overloaded with capital as the re- 
sult of the former boom period most of 
the surplus facilities have by now been 
Squeezed out and the companies which 
remain are conservatively capitalized and 
will undoubtedly once again prove con- 
i investment channels for public 
funds, 

A comparison of insurance stock prices 
Prevailing the early part of this week 
With those which were quoted when the 
outlook was less cheering show how rap- 
idly the tide in investment sentiment can 
change when once the lead is taken. Fol- 
lowing are the names of numerous well- 
Known fire and casualty companies with 
Be present day stock prices given and 
ene the low prices of the depression: 
erage. 23%4—6%; Fidelity-Phenix, 
ie Insurance Cc. of North America, 
Pg Aetna Casualty & Surety, 40— 
el Aetna Fire, 33-13%; Agricultural, 
¥—23; American Alliance, 12—5; Bos- 


“ye 320—180; Automobile, 17—7; City of 
New York, 90-40; Globe & Rutgers, 
(Continued on Page 26) 
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The Convention Season 


This is the time of year when many of the companies, 
and the National Association, hold their annual con- 
ventions. In recent years these have developed into 
efficient sales congresses, at which men recognized as 
successful occupants of the firing line, and successful 
managers of their company’s sales organizations, get 
down to brass tacks to discuss life underwriting work 
and its various conditions, and to demonstrate tried 
methods of salesmanship. 


There has been practically no moaning and groan- 
ing at this year’s meetings. Instead, conventioners 
are forcefully prophesying that the sun of life insurance 
will by and by shine with a brilliance that it had never 
before attained. There has been none of that “pros- 
perity just around the corner” talk that was heard two 
years ago, but there has been and is a “feeling” that 
betterment is already visible and that the public has 
substituted a new-gained confidence for its paralyzing 
fear. 
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PENN MUTUAL REARRANGES 
FIELD SUPERVISION WITH 
FOUR REGIONAL HEADS 


To Have Superintendents of Agen- 
cies for East, South, West and 
Central Sections 


CLOSER HOME OFFICE TIE 


Convention of Penn Mutual Field 
Force To Be Held at White 
Sulphur Next Week 


The Penn Mutual Life of Philadelphia 
has rearranged the home office organiza- 
tion of its field supervision under the 
direction of Vice-President John A. Ste- 
venson and the company will hereafter 
have four regional superintendents of 
agencies in charge of four divisions, cov- 














ering the eastern, southern, western and 
central sections. The new superintend- 
ents of agencies named to head these di- 
visions are John E. Gibbs heading the 
eastern section; J. Burton Webster the 
southern; Charles E. Spencer the central 
and C. E, Eddleblute the western. 

One immediate result of the new ar- 
rangement will be to put the home office 
in closer contact with the field organiza- 
tion even in the remote sections of the 
country and to make available to the 
company’s agencies everywhere the 
prompt co-operation of the home office. 

Agency Convention Next Week 


The announcement of this change in 
the home office supervision of the pro- 
duction forces comes just before the an- 
nual convention of the field organization 
of the company. Plans have been com- 
pleted for what promises to be one of 
the best meetings of the Penn Mutual’s 
field organization that has been held, the 
event to take place at White Sulphur 
Springs, Monday, Tuesday and Wednes- 
day of next week. Vice-President John 
A. Stevenson has planned a program of 
most interesting and instructive features 
both for the experienced and the new 
agents in the organization. 

On Friday and Saturday the Penn Mu- 
tual Agency Association, composed 
chiefly of the general agents of the com- 
pany, will hold its forty-ninth annual 
meeting. 

Careers of New Agency Superintendents 

Mr. Gibbs came to the Penn Mutual 
three years ago backed by several years 
of agent training in New York City with 
the Massachusetts Mutual. During the 
last year his position has been assistant 
superintendent of agencies. He is an ex- 
perienced life insurance salesman and 
teacher of sales methods, and is a speak- 
er of marked ability. 

Mr. Webster joined the Penn Mutual 
eighteen months ago on his entrance into 
life insurance. He had had several years 
of trust company and banking experi- 
ence and was trained in the law. He is 
a graduate of a Penn Mutual agency 
building school, has recently passed the 
C.L.U. examinations, and assisted in 
building one of the successful units of 


(Continued on Page 10) 
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NEW Mass Mutual Contracts 


to follow the trend of the 





times: 


NOW . 
AVAILABLE 


SOUND INVESTMENT 
& BALANCED BUDGET 








Retirement Annuities on a 


MONTHLY PREMIUM BASIS 





Life Annuities with 
CASH REFUND 


Single Premium Life Annuities with 
STIPULATED PAYMENTS 10, 15, 20 YEARS 
CERTAIN AND SPECIAL PRIVILEGES TO 
SURVIVING BENEFICIARIES. 











—Organized Service— 


THE KEANE-PATTERSON AGENCIES 


225 WEST THIRTY-FOURTH STREET, NEW YORK CITY Telephone Chickering 4-2384 


DONALD C. KEANE - LLOYD PATTERSON 
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San Francisco Convention Developed New Ideas 
And New Personalities 


What Took Place in the Nominating Committee When the 
National Association of Life Underwriters 


Slate Was Changed 


The convention of the National Asso- 
riation of Life Underwriters in San 
Francisco last week was a success de- 
spite a smaller attendance than usual. 
The hall was not large, but it was crowd- 
ed and everybody remained to the end. 
The convention took advantage of the 
geographical location, a number of speak- 
ers being on the program whose spe- 
cialties and views were not known out- 
side of the West, and therefore were a 
novelty to many at the convention. In 
addition there were some outstanding 
personalities of the business on the pro- 
gram, such as Frank L. Jones, John A. 
Stevenson, Dr. S. S. Huebner and Henry 
E. North, all of whom made most ex- 
cellent impressions. 

The veteran William Alexander, 8&4 
years old, a great genius in the educa- 
tional end of the business and secretary 
of the Equitable Life Assurance Society, 
sat all through the sessions and he told 
The Eastern Underwriter he found much 
in the program which was stimulating. 

There were more group meetings than 
usual. The Managers’ Session was par- 
ticularly well attended. It is an inno- 
vation which was inaugurated in Pitts- 
burgh and will be an outstanding feature 
of future conventions. 


The Nominations Fight 


The victory of Theodore M. Riehle, 
made first vice-president of the National 
Association of Life Underwriters, at San 
Francisco last week after he had been 
eliminated from the slate of the advisory 
committee which wanted George A. 
Kederich, manager of the New York 
Life in Brooklyn, to be a vice-president, 
has attracted considerable attention to 
the advisory nominating committee. That 
committee fixed up its slate in Chicago 
two months ago. Its function was to go 
Over names of prospective nominees and 
pick out a slate which the regular nomi- 
nating committee of the convention was 
to receive as a guide, and then cast its 
voies with this slate in mind. S. T. 
Whatley, Aetna Life, Chicago, was chair- 
man of the committee. Because of the 
smashing of the slate and the politics 
generated, it is thought that next year 
the advisory nominating committee will 
Present a number of names for each 
omce so that the convention’s nominat- 
Ins committee can take its choice. 

‘here were only two from New York 
at the San Francisco convention who 
were not officials of the National Asso- 
cialion, company men or newspaper peo- 
ple. Those two were Ralph G. Engels- 
man, Penn Mutual; and Fred Gold- 
standt, Equitable Society. Engelsman 
Was delegated by the executive commit- 
tee of the Life Underwriters Associa- 
tion of New-York to present the name of 
niterich and to oppose the election of 

ehle. 
m > —_ as the Riehle forces learned 
" t eir man had been eliminated by 
n€ advisory nominating committee they 
ae busy. William M. Duff, president of 
ve —— A. Woods Agency, Pitts- 
oe gh, ecame the Riehle campaign 
Crntger and C. C. Day of Oklahoma 
on ee Mutual Life, and Mr. Gold- 
eee — is a million dollar writer, 
lie por among the committeemen _as 

utenants. In the meantime, C. Vivian 


Anderson, Provident Mutual, Cincinnati, 
“ vice-president, who had also been left 


off the advisory nominating committee’s 
slate, got busy through Ray Hodges, 
Cincinnati, the latter doing considerable 
circulation in getting votes for Ander- 
son. Hodges had been instructed by the 
Cincinnati Association to exert every ef- 
fort to put Anderson across. 

Engelsman and Goldstandt met and 
agreed that each should have half a vote 
as Riehle was not present at the com- 
mittee meeting. 

What Happened in the Committee 
Meeting 

The meeting convened and William M. 
Duff immediately proposed the name of 
Goldstandt for chairman. This went 
through in jig time. Duff then moved to 
lay the report of the nominating com- 
mittee on the table. The motion was 
carried. A short time later Duff left the 
room as he was scheduled to preside over 
the afternoon session of the main con- 
vention. 

The name of C. Vivian Anderson was 
presented in nomination for ranking 
vice-president in place of Alexander E. 
Patterson, Penn Mutual, Chicago, choice 
of the advisory committee for that post. 
The name of Theodore M. Riehle was 
presented for this office also. On taking 
the vote, Anderson won. Next came the 
vote for first vice-president and Riehle 
was nominated for that. He won after 
Engelsman had given a spirited argu- 
ment for Kederich and had voiced the 
New York Executive Committee’s oppo- 
sition to Riehle. 

The repartee between Chairman Gold- 
standt (one of Riehle’s closest friends) 
and Ralph Engelsman was sharp and 
pointed. The fact that two New Yorkers 
were rival candidates and that there was 
excitement about it “back home” in New 
York was a surprise to the other com- 
mitteemen and when Engelsman asked: 
“You don’t want to name a man when 
the executive committee of his associa- 
tion is opposed to him?” this brought 
to his feet a tall, husky general agent 
from Sioux Falls, S. D., named A. E. 
Nickelson, general agent, Bankers Life 
of Iowa. He said: “I suggest that Mr. 
Engelsman return to New York City and 
settle that city’s local politics at that 
point and that Mr. Riehle who has done 
splendid work for the National Associa- 
tion be nominated for first vice-presi- 
dent.” Riehle won. 

Advisory Committee Not Involved 


It should be understood that “the fight” 
in San Francisco was in no sense of the 
word against individuals on the advisory 
committee’s slate but was because the 
committee had left off two National As- 
sociation vice-presidents—Riehle and 
Anderson. There is only the highest re- 
spect for the men on the advisory com- 
mittee’s slate. This was especially true 
of Major Patterson who is warmly re- 
garded in association circles because of 
his services as chairman of the Mana- 
ger’s Session last year; as acting chair- 
man of the Manager’s Session in San 
Francisco, and as president of the Chi- 
cago Association. Everyone is glad that 
he is to be fourth vice-president as it 
would have been ill taken if he had not 
been elected to the official family fol- 
lowing the tabling of the advisory com- 
mittee report which had named him as 
the ranking vice-president. 

There was nothing personal against 


George A. Kederich, but he was not 
known personally to the nominating 
committee in San Francisco. 

There is a sentiment that the soliciting 
agent should be adequately represented 
on the official slate of the association. 
All of the proposed nominees of the ad- 
visory committee were general agents 
and managers. C. Vivian Anderson is 
an agent. 








Convention Sidelights 








Charles C. Thompson, new president 
of the National Association of Life Un- 
derwriters, rode up to a county bank in 


southwest Missouri when sixteen years 
old, dismounted, tremblingly entered the 
institution and inquired for the presi- 
dent. The request he made him was 
to borrow money to finish his education. 
The banker was interested—probably 
amused—but the youth’s sincerity won 
him over and that is considered by Mr. 
Thompson as his first canvass. He has 
two children, Dorothy and Charles Ire- 


ton Thompson. Both are graduates of 
the University of Washington. The 
daughter is interested in journalism; the 
son took a pest graduate course at Co- 
lumbia University, majoring in life in- 
surance. He is now assistant manager 
of the Metropolitan in Seattle. Charles 
C. Thompson’s recreations are golfing, 
hunting and fishing. He is a member of 
the Ranier Club of Seattle, Inglewood 
Golf and Country Club and Washington 
Athletic Club. 





Plenty of complaints by Round Table 
Million Dollar Writers at the stenotype. 
They forgot they were talking in front 
of a machine; and some were pained 
when they saw how their talks read in 
cold type. Forgetting that slang, inti- 
mate confessions, sometimes careless 
English, lose color when transcribed, they 
were horified when they read their re- 
marks. 





Performances of “The Cat and the 
Fiddle” in San Francisco were seen by 
more than a hundred of the convention 
goers. One night most of the officers 
of the Bankers Life were in attendance. 





Expect Reverberations From 


A. L. Abrams Financing Plan 


A talk by A. L. Abrams, an agent in 
San Francisco of the Mutual Benefit, 
telling about his mode of settlement with 
policyholders, delivered at the Million 


Dollar Round Table, was one of the ad- 
dresses at the National Association of 
Life Underwriters convention which will 
have reverberations because after he fin- 
ished a number of agents, went down to 
his office in order to learn more about 
the plan and there is no doubt that it 
will be met in competition in a number 
of places. In brief, the insured starts by 
paying a quarter of the premium. He is 
financed by the agent and in the case of 
Abrams—for awhile at least—the agent 
is financed by a bank. 

In discussing his plan with The East- 
ern Underwriter Mr. Abrams said: 

“My introductory remarks when I 
enter a prospect’s office are in brief as 
follows: 

“I ask him these questions: ‘Would 
you like to have all the insurance you 
can buy now when you need it the most ?’ 
‘Would you not like to have all you can 
get now when the cost is lowest ?’ ‘Would 
you like to buy all you need now when 
your physical condition is the best, there- 
by insuring your insurability ?’ 

“We propose to let you do this by 
financing your premiums at 6% simple 
interest on a scientific basis of your pay- 
ing 25% of your insurance this year, 35% 
the next and 10% more each additional 
year. Thus, it will be eight years before 
you pay the full premium for your in- 
surance. Based on age 35 you would 
continue to pay a full premium for ap- 
proximately four years, in which time the 
dividends upon your policy have relieved 
it of any loans whatsoever and your pol- 
icy is absolutely clear. Payments made 
to us include the interest. 

“On a $100,000 policy, age 35, the pre- 
mium is $2,635 a year. The first pay- 
ment by the insured is one quarter of 
that, or $659. Payment for the next year 


is $924, or $77 a month. For the follow- 
ing year $99 a month, and so on.” 

Cross-examined at the Round Table 
Abrams was asked: “Do you loan the 
money ?” 

Abrams answered: “I loan the money, 
but I tell you that I loan it on the best 
security in the world. Say I didn’t know 
any of you gentlemen and I were sell- 
ing you under this plan. I would give 
you the same proposition and I wouldn't 
want to know anything about your bank 
account; and I can’t lose.” 

Chairman R. A. Brown of the Million 
Dollar Round Table, in commenting 
upon Mr. Abrams, said: “When he start- 
ed in the business in San Francisco he 
did not have the money to do this fi- 
nancing; so he took the whole proposi- 
tion, with letters from his general agent, 
and went to a bank and sold them the 
idea of financing for them; and now he 
is in a position to do it for himself. I 
can’t do it; it is too long an operation 
for me, but there are million dollar pro- 
ducers who can do it.” 

Abrams was an accountant. He then 
became sales manager of a pipe-organ 
company for some years, after which he 
went into the life insurance business 
with the Drewry agency, Cincinnati. He 
is now with the Stiles agency, San 
Francisco. 

The Abrams plan of settlement caused 
a great deal of controversy in the lob- 
bies and other places at the convention. 

Those opposed to it say that it is 
“pyramiding” insurance which is likely 
to lead to a heavy lapse rate because of 
the accumulation of loans and interest 
charges after a few years. The per- 
sistency of this type of business is ques- 
tionable, to say the least, opponents of 
the plan say. Also, “it paves the way for 
literature which may reflect on the man- 
ner in which the insured has purchased 
other insurance in the past. In the hands 
of an unscrupulous man it invites twist- 
ing.” 





Page 4 











— — 
THE EASTERN 
sama _UNDERWRITER 





August 26, 1932 








Great West Life Using 
New Mailing Campaign 


TO KEEP BUSINESS IN FORCE 


Illustrated Letters Remind Policyholders 
of Value of Insurance and of 
Premium Dates 

The Great West Life of Winnipeg has 
prepared a most attractive series of mail- 
ing pieces designed to assist the field 
force in keeping business in force. An 
attractive folder-letter is the first piece 
and is sent sixty days before the pre- 
mium due date and is intended to bring 
home to the policyholder the great value 
of his life insurance. This is an illus- 
trated letter and like all the pieces is 
very attractively done. 

There is another enclosure with the 
first premium notice twenty days before 


due date. This is a_ blotter-calendar 
and suggests that the insured circle the 
premium due date. The third piece, 


which is an_ illustrated folder-letter 
signed by one of the home office execu- 
tives, is sent to all policies with loans, 
as well as those with premiums due. The 
theme of the letter is “The days of grace 
are slipping past; act now.” 

Ten days before the days of grace ex- 
pire the second premium notice is mailed. 
\ pamphlet is enclosed emphasizing the 
continuing need for insurance protec- 
tion. Five days after the days of grace 
expire the cashier of the agency sends 
a letter which reads like a personal note: 
“Let’s get together on this.” When the 
premium is paid a pamphlet “Thank 
you!” is sent along with the receipt. 


HOLDERNESS GREETS LANES 
Conn. Mutual V.-P. at First Official 
Meeting of Lane Agency Since Re- 
cent Consolidation; Two New 
Supervisors 


The Lane Agency of the Connecticut 
Mutual in New York held its first 
luncheon on Tuesday at the Advertising 
Club of New York. This was the first 
official meeting of the personnel of the 
agency since the recent consolidation. 
For this occasion, H. M. Holderness, 
vice-president in charge of agencies, 
came down from Hartford as the spokes- 
man for the home office in welcoming 
the newer members of the organization. 
Thirty agents were present. 

The announcement was made _ that 
Martin Goldman and Abraham I. Weis- 
bard were to be appointed agency super- 
visors. Both Mr. Goldman and Mrr. 
Weisbard were formerly connected with 
the old Lane Agency, Inc., of the Home 
Life, having served that agency in a 
similar capacity. This latest addition to 
the managerial branch of the agency 
gives the organization a strong set-up, 
since Messrs. Goldman and Weisbard are 
the second and third supervisors of the 
agency. The first appointment of that 
nature was made on September 1, 1931, 
when Morris A. Kurtzack started or- 
ganization work for the Lane Agency. 
He has already brought together a splen- 
did group of full-time producers. 

Louis Lane and Mervin L. Lane gave 
short talks, followed by the closing ad- 
dress of Mr. Holderness, who gave an 
unusual picture of the company’s im- 
pregnable position, and discussed at some 
length some of the newer features of the 
company’s sales helps. Finally, he ex- 
pressed the gratification of the company 
at having the Lane family once more 
under one banner. 

RECEIVERS GET $10,000 EACH 

Lieutenant Governor A. B. Chandler, 
Versailles, Ky., and the Fidelity & Co- 
lumbia Trust Co., Louisville, receivers of 
the Inter-Southern Life; Clifford E. 
Smith, Frankfort, and William Marshall 
Bullitt, Louisville, attorneys for the re- 
ceivers, have been allowed $10,000 each 
for their services by Judge H. Church 
Ford. The receivership is being con- 
tinued to wind up the affairs of the old 
company and safely launch the new Ken- 
tucky Home Life. 

















over the Columbia network, The 
Union Central Life delivers a power- 
ful message to millions of readers and 


listeners every month! 


This dramatic campaign reaches one on this national publicity. 


The Union Central Life 


Insurance Company 


of Cincinnati 








HROUGH aggressive national out of every three families that need 


advertising in leading magazines and and are best able to buy life insurance! 


An entirely new method of presenta- 
tion—as unique as the advertising it- 
self—enables Union Central represen- 
tatives to cash in to the fullest extent 


MORE THAN ONE AND ONE-HALF BILLIONS IN FORCE 
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Missouri State Explains 
Its Loan From R.F.C. 


WISHED TO AVOID SELLING BONDS 





Company Has $36,000,000 in High Grade 
Bonds; Loan Only 70% of 
Collateral Put Up 





The transaction by which the Mis- 
souri State Life of St. Louis received 
authorization of a loan of $850,000 from 
the Reconstruction Finance Corporation 
is explained by Sidney Souers, financial 
vice-president of the company. Other 
insurance companies have applied for and 
received loans from the corporation and 
the only reason that publicity was given 
the Missouri State loan was that au- 
thorization happened to fall within the 
ten day period ending July 31 covered 
by the list of loans authorized. 

Vice-President Souers says the Mis- 
souri State Life applied for the loan to 
avoid selling any of its high grade bonds 
to meet policy loans. Instead it put up 
as collateral security high grade bonds 
the market value of which exceeds by 
30% the amount of the loan. 

“It would have been a simple matter,” 
Vice-President Souers said, “to reach 
into the bond till, where more than $36,- 
000,000 in high grade bonds are kept and 
to have sold enough to meet the esti- 
mated needs for policy loans, etc. How- 
ever, we are looking forward to a higher 
bond market, and we felt as though it 
would be extremely unwise to dispose of 
our securities at a low price.” 

The company made the application for 
the loan on July 11, and the money was 
in its hands on August 9. 


Loans Decreasing 


It has been learned that the Missouri 
State Life in recent weeks has experi- 
enced a very gratifying reduction in the 
demands for policy loans and cash with- 
drawals. The peak of such demands was 
reached about the time Jerome F. Du- 
gann, a St. Louis attorney, then owner of 
but five shares of Missouri State Life 
stock, obtained from Circuit Judge Rob- 
ert W. Hall an order appointing tem- 
porary receivers for the company with- 
out any official of the Missouri State 
Life being given a chance to be heard. 
Although the Missouri Supreme Court 
immediately set aside Judge Hall’s ac- 
tion and later in a unanimous ruling 
completely killed the entire proceedings 
many of the company’s policyholders ap- 
parently became alarmed and_ sought 
loans on their policies. Others cashed 
out entirely. 

Since April there has been a grad- 
ual decrease in the demand for policy 
loans. In August the average daily ratio 
ot such loans has been well below half 
the daily average in April while some 
ot the loans made in the early part of 
this year are now being paid off. 

lt has been the policy of the Mis- 
sourt State Life promptly to handle all 
requests for policy loan, cash surrenders, 
~*~ and it was for that purpose the 
90,000 loan from the Reconstruction 
rinance Corporation was made. 


T. G. MURRELL TO BE MANAGER 





Will Run New Branch Office To Be 
Established in N. Y. by Connecticut 
General 
As part of its program of expansion 
and to furnish additional facilities for 
more complete representation in the met- 
ropolitan territory the Connecticut Gen- 
eral is establishing a branch office here. 
Thomas G. Murrell will be manager. For- 
merly he was with the Travelers in vari- 
ous capacities in New England. More 
recently he was engaged in life insur- 

ance in Chicago. 


LONG SPEAKING TRIPS 


Dr. S. S. Huebner and Dr. David 
McCahan Visiting C.L.U. Chapters 
and Life Underwriters’ Associations 
Dr. S. S. Huebner and Dr. David Mc- 

Cahan of the American College of Life 

Underwriters, are on a speaking tour ad- 

dressing meetings in collaboration with 

Chartered Life Underwriters’ chapters 

and local life underwriters’ associations. 

The object of the trip is to stimulate in- 

terest in the C.L.U. movement and to 

explain its purposes and to inform in- 
surance men as to examinations and 
methods of preparation for them. Dr. 

Huebner has visited Boston, Buffalo, 

Cleveland, Detroit, Milwaukee, Chicago, 

Davenport, Indianapolis, Pittsburgh, 

Kansas City, Minneapolis, Seattle, Port- 

land and Los Angeles. His next stops 

are Denver, St. Louis and Cincinnati. Dr. 

McCahan has visited Fort Wayne, Des 

Moines, Omaha, Salt Lake City, San 

Francisco, San Diego, Fort Worth and 

Dallas, and will talk at New Orleans, 

Birmingham, Chattanooga and Colum- 

bus, O. 


OVER $4,000,000 IN MONTH 














Edward A. Woods Co. Staff Writes Fine 
Volume in Honor of Wm. M. Duff 
in Spite of Conditions 
The Edward A. Woods Co., Pitts- 
burgh, general agent of the Equitable 
Life Assurance Society, recently con- 
ducted a production campaign in honor 
of William M. Duff, president of the 

agency company. 

The members of the agency produced 
in the first half of August a total of 
1,111 applications for $4,116,000, an in- 
crease of 102% in number and 52% in 
amount over the same period last Au- 
gust. 

This record was achieved in spite of 
unfavorable conditions in some parts of 
the territory covered by the agency. In 
some towns every industrial plant is shut 
down; in others there is not a single 
bank open; in still others those which 
remain open are transacting little busi- 
ness. In not a few of the communities, 
about 25% of the families are being sup- 
ported partly or wholly through the 
charity of their fellow townsmen. 





A 3% regular quarterly stock dividend 
has been declared by the Lamar Life’s 
board of directors. The company paid 
its regular dividends in 1931 with 3% ad- 
ditional at the end of the year. 








ORGANIZE— 


“to get into working order” 


be properly organized. 


ery on a result-getting basis. 


Present-day conditions demand that the underwriter 


who desires to maintain production at a satisfactory level, 


The Interview Schedule, Prospect Bureau and Organ- 
ized Sales Presentations provided by the Company have 














helped Guardian producers to organize their sales machin- 
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LARGE LOAN REPAYMENTS 

Some offices are reporting a consider- 
able amount of repayments of policy 
loans. G. V. Austin, general agent of 
the Aetna Life in Brooklyn tells of an 
unusual case where an agent brought in 
checks exceeding $118,000 to repay in 
full outstanding loans on the policies of 
six companies. Credit for these repay- 
ments is given to the conservation ef- 
forts made by the companies. 





INVESTMENT HOUSE SPEAKS 

The life insurance policies owned by 
the American people constitute the larg- 
est reserve fund of savings, both total 
and per capita, of any country in the 
world, says a New York investment con- 
cern. Upon this fund the policyholders 
of this country can depend not only for 
temporary aid in times of necessity, but 
for the ultimate security of their fam- 
ilies. The existence of this reserve and 
its uninterrupted growth are factors 
which cannot be overlooked in evaluat- 
ing the financial position of the Ameri- 
can people. 


OLDER AGENTS IN RUNNING TOGO 





Idea That New Agents Are Getting Bulk 
of New Business Not Upheld in 
Union Central 

It has been stated frequently of late 
that the new agents in the business are 
writing a good part of the current in- 
surance being placed. Some figures com- 
piled by the Union Central Life of Cin- 
cinnati tend to refute this. During July 
alone more than $1,130,000 of the new 
business was written by nine leaders 
among the older agents. These leaders 
have an average length of service of 
more than ten years and the business 
is more than $125,000 per agent. 

The new men of the Union Central 
are, however, making excellent records 
as the company’s figures show. 





NEW OHIO STATE MANUAL 

The Ohio State Life has issued a new 
rate manual, giving a general reduction 
in rates on non-participating policies. A 
participating feature has been added to 
paid-up policies. 





Character— 


be earned 








The attitude of the insuring public toward the life insurance business and life insurance companies depends almost wholly upon the character and | 
the behavior of those whose privilege it is to represent the companies before the public. 


No agent should attempt to induce an ind‘vidual who is already insured—whether with his own company, or some other company, or the Government 
—to give up any policy he may have, in favor of another with his company. 
policies, or their agents, should be made. 


Honesty, straightforward sales methods, strict adherence to promises, conscientious and intelligent service, good character, industry, loyalty to self, 
client, and company—all these are the requisites that go to make up the desirable agent and that are essential to the preservation of the good name 
of the institution of life insurance. 


No verbal or written statements attacking other companies, their 
Selection of coverage to be presented should rest solely upon supreme need—not upon commission to 








AMERICAN CENTRAL LIFE INSURANCE COMPANY 
Indianapolis, Indiana 
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Legal Section Program 
Has Many Timely Topics 


FOR TORONTO CONVENTION 





American Life Convention Meeting for 
Lawyers October 3 to 5 Has Many 


Prominent Speakers 





A tentative program for the twenty- 
sixth annual meeting of the Legal Sec- 
tion of the American Life Convention to 
be held at the Royal York Hotel, To- 
ronto, October 3 and 4 has been com- 
pleted and contains a long list of promi- 
nent speakers and a wide variety of sub- 
jects on the legal side of the insurance 
Judge Allen May, vice-presi- 
dent and general attorney of the Mis- 
souri State Life of St. Louis is chair- 
man of the Legal Section. 

Following an address of welcome by 
a prominent member of the Canadian 
bar and the response by Judge May the 
formal program of the Legal Section 
meeting will get under way with a “Re- 
view of Recent Decisions” by Byron K. 
Elliott, manager and general counsel of 
the American Life Convention. 

“Some Developments in 
Cases in Federal and State Courts” will 
Alva M. 


associate 


business. 


Rescission 


be the subject of a paper by 
Lumpkin, Columbia, S. C,, 
United Mutual Life, 
lis. The discussion of this paper will be 
by George Kahin of Kahin & Carmody, 
general counsel, New World Life, Se- 
attle. At the close of Mr. Kahin’s dis- 
cussion there will be a round table con- 
ference on the principal points raised 
in Mr. Lumpkin’s address and Mr. Ka- 
hin’s discussion. 


counsel, Indianapo- 


Cox, associate counsel, Aetna Life, on 
“Legal Relationships, Rights and Obli- 
gations Under Group Insurance Con- 
tracts.” The discussion will be by Ar- 
nold Hobbs, general counsel, Northwest- 
ern National, Minneapolis. 

“Punitive Damages: What Breach of 
Life Insurance Contract Justifies” is the 
title of an address P. M. Estes, general 
counsel, Life & Casualty of Nashville, 
will deliver. The discussion of Mr. Estes’ 
paper will be by Allan Brosmith, attor- 
ney, Travelers. In the closing moments 
of the afternoon session Ralph H. Kast- 
ner, attorney, American Life Convention, 
will give his “Review of Legislation and 
Departmental Action” and will cover the 
principal bills and departmental rulings 
that have come up since the last, meet- 
ing of the Legal Section. 

The first speaker on Tuesday will be 
Charles G. Revelle, general counsel, Con- 
tinental Life, St. Louis, who will speak 
on “Revival of Suicide and Incontestable 
Clauses in Reissued or Converted Poli- 
cies.” This paper should be one of the 
outstanding contributions to the pro- 
gram. Mr. Revelle is a former member 
of the Missouri Supreme bench and at 
one time served as insurance commission- 
er of Missouri. “Defeating an Incon- 
testable Contract” will follow. The 
speaker is John T. Gose, an attorney of 
Los Angeles, who is recognized as an 
authority on the subject matter of his 
address. “Some Observations on Tax- 
ation” by C. G. M. Wynne, tax counsel, 
Sun Life of Canada, is scheduled for 
the closing address of the second morn- 
ing’s session. 

“Life Insurance Contracts With Mi- 
nors” is the subject of a paper by R. L. 
Douglas, general counsel, American 
Union Life, St. Joseph, Mo. This is a 
live legal question because most compa- 
nies are increasing their activities in 
writing insurance on juvenile lives. 

“The President Looks at the Law De- 


partment” by Laurence F. Lee, president, 


Occidental Life, Raleigh, N. c. is some- 


The afternoon session on October 3 thing decidedly different for a legal sec- 
will open with an address by Berkeley tion gathering, but it is sure to prove 
—a a ere TT 























You, too, 


Can RETIRE 


On your commissions 
from the popular. casy- 
to-sell Retirement 
Income contracts 
offered by ~ - 








The Lincoln National Life Insurance 


Company fort Wayne, Indiana 





one of the most interesting addresses 
on the entire program. In fact, Judge 
May regards this subject of so much 
interest he has asked Edward B. Raub, 
vice-president and general counsel, India- 
napolis Life, to speak on the sequel to 
President Lee’s address. Mr. Raub’s pa- 
per will be titled “The Law Department 
Looks at the President.” 

The election of officers to serve the 
section during 1932-33 will bring the for- 
mal program to a close. As has been 
announced, the twenty-seventh annual 
meeting of the main body of the Ameri- 
can Life Convention will open at the 
“veal York Hotel in Toronto on Octo- 
ber 5 and will continue through October 
6 and 7. 





George W. Williams, a Detroit agent 
of the Prudential, has received a gold 
merit button from the company as a re- 
sult of placing a large group case. 








ASK RECEIVER FOR FRATERNAL 





Royal Arcanum Supreme Council Sued 
by Former Indianapolis Supervisor; 
Agents Sue for Commissions 
Receivership proceedings against the 
Supreme Council of the Royal Arcanum, 
the fraternal organization, have 
started in superior court in Indianapolis 
by Sylvester L. Gorby, former Indian- 
apolis insurance supervisor for the lodge. 
Gorby demanded judgment of $2,000, 

which he alleges is due to him. 


been 


Four agents employed by Gorby filed 
suits on contracts against the council in 
the county courts. They demanded judg- 
ment of $1,000 éach. The order main- 
tains national headquarters in Massa- 
chusetts did a fair business in 
Indiana. 


and 





“THE WIFE’S EDUCATION POLICY” 


Why should a wife require a policy as a means to educate herself? 


Quite frequently a husband dies and his estate is not very large; in most such cases the 


wife has to seek employment. 


The wife may have been married five years or longer. Dur- 


ing this period she has been out of touch with business conditions; and it becomes neces- 
sary for her to get in tune with modern business conditions if she is to secure a job which 
is remunerative, and free from drudgery. 


“The Wife's Education Policy” will provide that sum of money which will enable her to 
take a business training course, so as to reenter the ranks of the employed in a worth 
while job. 


The man who has not yet completed his life insurance estate is the man who needs a 


“Wife's Education Policy.” 


This type of policy “sells.” 


THE MANHATTAN LIFE INSURANCE COMPAN) 


654 Madison Avenue at 60th Street, New York, N. Y. 


Founded 1850 


Thomas E. Lovejoy, President. 
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T. A. Buckner Chairman 
Of Presidents’ Meeting 


ONE OF ORIGINAL COMMITTEE 





Will Preside at 26th Annual Convention 
of Life Presidents at Waldorf 
December 8 to 9 





The Association of Life Insurance 
Presidents has selected as the chairman 
of the twenty-sixth annual meeting to 
be held December 8 and 9 at the Wal- 
dorf-Astoria, New York, Thomas A. 
Buckner, president of the New York 
Life. A member of its original executive 
committee, Mr. Buckner played an im- 
portant part twenty-six years ago in 
launching the organization. Now, as a 
member of its present executive com- 
mittee, Mr. Buckner is contributing to 
the association, as it begins its second 





T. A. BUCKNER 


his wise counsel born 
of an experience in, and service to, life 
insurance that extends over twice the 
period of the association’s existence. 

Mr. Buckner has devoted over fifty- 
two years to life insurance. During this 
period he has seen its growth to nearly 
seventy times its volume when he first 
entered the business and has watched its 
development into an institution that 
touches the lives of a vast majority of 
the American people. 

His own contributions to the develop- 
ment of life insurance have been out- 
standing. The story of his rise from 
office boy to the presidency of the New 
York Life is a record of hard work and 
unflagging energy which is further em- 
bellished by the fact that it was achieved 
entirely under the banner of one com- 
pany. Devotion to the institution of life 
msurance is an inherent characteristic of 
Mr. Buckner. He early became associ- 
ated with the New York Life as a natu- 
ral sequence, his father being the com- 
Pany's general manager for Wisconsin, 
Iowa and the Dakotas, with headquar- 
ters at Milwaukee. It was in that of- 
fice, at age 15, that he placed his foot 
on the first rung of the ladder of his 
Successful career. 

His climb was unfaltering and, step 
i step, he mastered the intricate prob- 
‘ems of life insurance. He was success- 
vely an office boy, clerk, field agent, 
cashier, agency director, inspector of 
feencies, home office superintendent and 
ourth vice-president and, in 1903, be- 
came vice-president in charge of the 
company’s agency activities. In March 


quarter-century, 


. 1931 he was elected president. He 
Aaa a director of the company since 





We weave a thread a day, and at last 


- cannot break the cable-—Amicable Life 
ines. 


ATLANTIC LIFE CONVENTION 





Richmond Company Holds Sessions at 
New Yorker Hotel This Week; Re- 
newal Leaders Get Checks 


The Aces Club of the Atlantic Life 
of Richmond met in New York this 


week at the Hotel New Yorker, holding 
its thirteenth annual convention. A big 
feature of the meeting was the presenta- 
tion of checks to the company’s leaders 
in renewals. Lynn F. Jennings, general 
agent at Cleveland, and Samuel Silver of 
Newark tied for first place with records 
of 91%. John N. Buck, agency director 
at Washington, D. C., was leader of the 
number two group with a record of 96%. 

Angus Swink, president of the com- 
pany, gave a silver cup to the William 
S. Vogel agency, Newark, for excellence 
in conservation work. The cup will be 
contested for annually. Forty-three serv- 
ice pins were awarded. Next year the 
convention will be held in Chicago Au- 
gust 27-30. 





QUINN SHOWS 73% GAIN 


Manager Dan J. Quinn of the Borough 
Hall Ordinary Agency of the Prudential, 
Brooklyn, reports that the first seven 
months of 1932 the agency showed a 
gain in paid-for business of 73% over 
the same seven months of 1931. 





British Radio King 
Insured for $500,000 





A. W. Macnamara, head of the Telsen 
Electric Co., one of the biggest British 
radio firms, is worth his weight in gold. 
So, at least, the stockholders in his com- 
pany seem to think—for they have taken 
out a $500,000 insurance policy on his 
life. This step was taken at the annual 
meeting recently. These large business 
insurance policies are not so common 
abroad as they are in this country. 

The rise of Mr. Macnamara from pov- 
erty to the directorship of one of the 
most successful radio firms in Europe, is 
one of the great romances of modern 
industry. He started with a few shill- 
ings, using his mother’s sewing machine 
to work the lathe on which he made 
transformers. Now his company has just 
reported a profit of $950,000 during the 
depressing year of 1931. Not bad for 
the man who was once a newsboy, and 
tried 150 jobs in five years. Today he is 
one of the biggest employers of labor in 
Birmingham. 


KILL UNEMPLOYMENT BILL 

An unemployment insurance measure 
before the Indiana legislature has been 
killed by indefinite postponement. 





MAKE LARGE GAINS 





Massachusetts and Texas Managers of 
Bankers National Life Have 
50% Over Last Year 

Wm. J. Sieger, superintendent of agen- 
cies of the Bankers National Life, Jer- 
sey City, points out that some agents 
are making a marked improvement in 
their business in spite of conditions and 
cites two cases, one in Texas and another 
in New England. 

J. W. Shelton of Fort Worth, general 
agent in that territory for the company, 
has had a paid production for the first 
half of this year 51% greater than for 
the same period in 1931. Furthermore, 
Mr. Shelton increased the average size 
of the policies of his agency from $2,800 
to $3,500. 

H. J. Baker of Revere, Mass., general 
agent for the company, has paid for 49% 
greater volume in the first half of this 
year compared with a similar period of 
1931. 

Both of these managers are members 
of the company’s Master Producer’s 
Club. 


A. A. PRESS TO MARRY 
A. Aaron Press, supervisor, associated 
with the P. R. Garrison Agency of the 
Prudential in New York City, will be 
married on Sunday, August 28, to Miss 
Cele Dornbrand of Brooklyn. 
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3 VICE-PRESIDENT recently read to a conference of New 4 
x York Life Officers a letter from the widow of a policy- e 
= holder whose policy had lapsed. She wrote: “J know he je 
= had let it lapse . he could hardly get enough money to buy $ 
S bread for us. . . I am a widow with four children. oe S 
S have not a dollar, and no job.” . . | 
= . , , a 
© There was a moment of gloomy silence. Then the Vice-President “al 
z, said, “Extended Insurance was in force. We shall pay $5,035.58.” 
z There were exclamations and smiles of relief. The Chairman “al 
zi clapped his hands! 
Zi . . . ce 2 
St After receiving her check, the widow wrote: “J could hardly , 
2 believe my eyes . a check for $5,035.58. . . . No one but a 
-, penniless widow can tell you what this check means to me. : 
2 I hope to be able to educate each one of these children. . Best 
> of all, it has enabled me to keep my children together . . . at 
© home.” 
5 (The insured was notified that extended insurance would 
> run to Dec. 8, 1933, but apparently had not told his wife.) Q 
5 





HOME OFFICE BUILDING 





How fortunate for this family that the agent rec- 
ommended a life policy and not term insurance. 


NEW YORK LIFE 
INSURANCE COMPANY 


51 Madison Avenue, 
New York, N. Y. 
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ADVERTISING — PRODUCTION 3 
MAN AVAILABLE 


cA eat Age I a a 


An able and versatile man feels he is ready for a real job, after 
nearly ten successful years in insurance, as editor, advertising 
salesman and advertising manager for a company. 


. ait a kant nc ae 


His chief characteristic is salesmanship, spoken and written. 
A student of human nature, his sales methods are based on analysis 
of his prospects, desire to help them, sincerity of purpose and win- 
ning of confidence. 





He also knows how to win the confidence of those for and ) Is 
with whom he works as well as those under him, and how to train . 
other men. He thoroughly understands the viewpoint of the agent | 
and broker. | 


Si 


He learns quickly, is adaptable and a good public speaker. 


Still a young man he is willing to prove his ability in the busi- B 
ness development or any other department of insurance, in which . 
he wants to remain because he likes it. He has no objection to 
traveling and is not fussy about anything else but an opportunity 
to make progress. 


If you would like to talk to this man write to 


Box 1206 a 
THE EASTERN UNDERWRITER a 
94 Fulton Street New York City ; a 
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Great- West Life of Canada 
Forty Years Old This Month 


The Great-West Life of Winnipeg 
celebrates this month the completion of 
forty years during which the company 
has experienced phenomenal growth and 
achieved a prominent place among the 
life insurance institutions of the conti- 
nent. 

The Great-West Life was founded in 














C. C. FERGUSON 
General Manager 
1892 by the late Jeffry Hall Brock. Mr. 
Brock was managing director of the 
company until 1915 when C. C. Ferguson 








LICENSES KENTUCKY HOME 





Signing Up Agency Organization; Did 
Not Take Over Inter Southern 
Field Force 


\ license to write business has been 
issued to the Kentucky Home Life by 
Insurance Commissioner Charles I. 
Brown of Kentucky. According to the 
recently completed reinsurance agree- 
iment this company will take over the 
assets and assume the liabilities of the 
Inter Southern Life of Louisville which 
has been in receivership. 

The new company is now signing up 
Its agency organization. Under its con- 
tract with the Franklin County Circuit 
Court the new company did not agree to 
take over the Inter Southern agency or- 
ganization, Or assume any contracts or 
liabilities in connection with such agents, 
but it is planned to take on a number 
ot the former special and general agents 
of the Inter Southern. 

. During the past week four general 
agents were signed up and five or six 
tore general agents and perhaps thirty 
agents will probably be given contracts 
during the coming week. The interested 
agents are being told to come in and 
—_ the proposition is outlined to them. 

he new company is not planning on a 
very large agency organization. 

It is planned to enter five to seven 

states at this time. The states under 
consideration other than Kentucky, 
—— has been entered, include Indiana, 
Ohio, - Tennessee, Nebraska, Arkansas 
and Florida, 
Ellsworth Regenstein, former general 
agent at Cincinnati, for southern Ohio 
and northern Kentucky, is director of 
agents. His old agency at Cincinnati 
wi probably be continued for the new 
compeey, under the direct management 
of his son, Ellsworth Regenstein, Jr. 





was made general manager. 

Within three years of its incorpora- 
tion the company had established branch 
offices in Montreal, Toronto and St. John 
and agencies had been organized in about 
190 towns and cities of the Dominion. 
At the present time about 1,500 agents 
hold contracts with the company. The 
number of medical examiners alone has 
grown from 58 to over 3,500. 

Under the administration of G. W. 
Allan, K.C., as president, and C. C. Fer- 
guson as general manager, the Great- 
West Life has become one of the great 
international financial institutions with 
$600,000,000 of business in force and as- 
sets amounting to $135,000,000. 

The Great-West Life has a fine loyal 
personnel both among the executive staff 
and in the field force. It is interesting 
to note that R. T. Riley, vice-president 
of the company since its inception, is the 
holder of policy No. 1 


Deny Receivership Move 
Against Chicago Cos. 


COURT CRITICISES ACTION 





Same Attorneys Behind Suits Against 
Central Life and Old Colony 
of Chicago 





Attempts to throw two life insurance 
companies into receivership was defeated 
at Chicago last week when the courts de- 
nied motions of attorneys who were the 
same in each case to name receivers for 
the Centra] Life of Illinois and the Old 
Colony Life. The companies are not af- 
filiated in any way but those seeking the 
receiverships seem to be identical in- 
terests. 

Judge Ross C. Hall, in dismissing the 
petition of John Benson who is said to 


own but twenty shares of the Central 
Life’s stock, rebuked the attorney, J. R. 
Cohler, for bringing the action for re- 
ceiver merely on allegations and as- 
sumptions without facts to substantiate 
them. 

The principal plaintiff in the Old 
Colony action was James H. Benjamin 


who, it will be recalled, was the largest 
personal stockholder of the Security Life 
of Chicago, reinsured by the Central 
Life. Only last week Benjamin inter- 
vened in the Federal Court in the Se- 
curity receivership to prevent the Cen- 
tral Life from getting the Security’s 
business. 
JUDGE NORTONI IN LIMELIGHT 
Circuit Judge Albert D. Nortoni of St. 
Louis, who formerly was counsel for the 
Continental Life, has been mentioned as 
a possible candidate to fill out the unex- 
pired term of Judge Simon G. Nipper of 
the St. Louis Court of Appeals, who has 
resigned effective September 1. Judge 
Nortoni was recently defeated for the 
Republican nomination for Judge of Di- 
vision No. 1 of the Missouri Supreme 
Court by Allroy S. Phillips, formerly 
chairman of the Workmen’s Compensa- 
tion Commission of Missouri. 





J. E. O'NEILL A FATHER 

James E. O’Neill, one of the leading 
producers of the Dan J. Quinn Ordi- 
nary agency of the Prudential, Borough 
Hall, Brooklyn, is being congratulated on 
the birth of a daughter to Mrs. O'Neill. 
Mr. O’Neill was formerly with the P. R. 
Garrison agency of the Prudential in 


New York. 




















A 


STATEMENT 


by 


Julius H. Barnes 


Chairman of the Board of Directors 


There is to me inspiration for such undertaking in the confidence I have in 
the future of our country and its institutions. 
bewildered, timid and hesitant. That will pass. The courage and resource- 
fulness which have been characteristic of our people from pioneer days will 
again become the dominant spirit of our national life. 


MISSOURI STATE LIFE INSURANCE COMPANY 


The eighty million life insurance policies in force in the United States afford 
striking illustration of the earnest effort which the American people make 
to protect themselves and their families against misfortune. 


In my estimate of duty there is none more sacred than that which devolves 
upon those who administer the affairs of life insurance companies, to exer’ 
cise the wisest of courage, the most sterling integrity and the greatest of 
thoughtful and conscientious care to see that the purposes of the trust placed 
in their hands are fully and faithfully protected. 


To me it is a privilege, yet a sobering responsibility, to be one of those upon 
whom this obligation rests. The Missouri State Life Insurance Company is 
one of the great financial institutions of the west. 
intrusted to it their protection against the future. It will be my constant 
purpose and effort to conserve and faithfully to carry out that trust. 


Many people have 


Some people have been 


When we return to happier, more prosperous times, as we shall return, 
many millions of people will have been helped through the trying days by 
the great institution of life insurance. And life insurance will go forward 
to greater development, to larger and broader usefulness. 
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Report Of Committee On 


Institutional Advertising 


National Association of Life Underwriters Committee Headed 
by Julian S. Myrick Reports Progress to 


Ean Francisco Convention 


The Committee of the National Asso- 


ciation of Life Underwriters on Insti- 
tutional Advertising, of which Julian S. 
Myrick of New York is Chairman, sub- 
mitted the following report at the San 
Francisco Convention last week: 

Your Committee on Institutional Ad- 
vertising has continued to cooperate 
very closely with the Life Insurance 
Sales Research Bureau and a Committee 
of the Life Agency Officers’ Associa- 
tion having Institutional Advertising in 
charge. 

There have been several additional 
companies who have signified their will- 
ingness to join other companies in a 
preliminary meeting to discuss the prob- 
lem but up to date not a sufficient num- 
ber have signed the form of agreement 
who would probably subscribe the nec- 
essary amount to make the start. 

Under the circumstances, I am again 
calling to your attention our report of a 
year ago which is as follows: 

“The Committee on Institutional Ad- 
vertising of the Life Agency Officers’ 
Association and of the Life Insurance 
Sales Research Bureau, have in charge 
the report made by our Joint Commit- 
tees two years ago to all companies, and 
up to date have had expressions of opin- 
ion from companies that were willing to 
contribute, on a pro rata basis, approxi- 
mately four hundred thousand dollars. 

“The Committee decided that it would 
be unwise to go actively forward with 
an Institutional Advertising Campaign 
until at least a half million dollars had 
been evidenced in this way for a period 
of three years. The Committee felt that 
if representatives of companies would 
meet and discuss the matter they could 
probably reach some agreement. 

“We are pleased to report that since 
last year several of the larger companies 
have shown a much more decided trend 
toward joining in a plan to advertise 
Life Insurance. 

“Although Life underwriters have 
been on record for many years as favor- 
ing such a plan, the executives of the 
companies have not as yet been entirely 
convinced as to its necessity. It seems 
to us, however, that more and more of 
them are coming to realize that such a 
plan, properly worked out, would give 
tremendous advantage and prestige to 
the business. 

“It also seems to us that perhaps too 
many people visualize the advertising of 
the Life Insurance business as a whole, 
as a method only of increasing new busi- 
ness and securing new agents. The fun- 
damental of institutional advertising 
should be toward the conservation of ex- 
isting Life insurance. The resale of 
Life insurance to, and the better under- 
standing of it on the part of existing 
policyholders which would tend also to 
conserve the energies and confidence of 
existing agents as well. The question of 
new business, especially on old policy- 
holders, and the securing of new agents, 
would automatically take care of itself. 

“We believe everyone realizes that had 
we had an organization to set up and 
properly functioning, Institutional Ad- 
vertising would have had a large influ- 
ence in reducing the lapsation of Life 
insurance during the past two years and 
we believe, at the present time, it would 
be having its influence and effect upon 
the creation of new business, backed up 
by the confidence which everybody 
would have had in the Institution, as it 


has so ably served the public during 
these past two years. 

“At the Detroit Convention in 1928, 
Bruce Barton made an able and stirring 
address on the importance and value of 
Institutional Advertising. He spoke from 
a great wealth of knowledge and ex- 
perience in this particular line, and it is 
interesting to note that since this time 
more and more of the local Life under- 
writers’ associations have raised money 
among their membership and instituted 
local advertising campaigns. This is es- 
pecially true in the larger cities. There 
is a very interesting campaign being 
launched by the New York City Associa- 
tion, and now this present convention 
will have the pleasure and honor of hear- 
ing an address by Samuel Crowther, who 
is a great student of finance, insurance 
and publicity. He is the author of bi- 
ographies on Henry Ford and Harvey 
Firestone, and a frequent contributor to 
the Saturday Evening Post. Mr. Crow- 
ther’s subject will be: ‘Insuring Life In- 
surance,’ and, I understand, will deal with 
matters closely akin to Institutional Ad- 
vertising. 

“Tt has been interesting to note the 
change in the type and style of advertis- 
ing of some of the life insurance com- 
panies themselves. A good many of them 
have advertised institutionally over their 
own names, and now they are dividing it, 
so that they will advertise institutionally 
over their names but will be more spe- 
cific as to policy forms and contracts. 

“Your president, the chairman of your 
committee and your managing director 
were invited to attend a meeting of the 
Insurance Advertising Conference, of 
which Chauncey S. S. Miller was the 
chairman, where we had the pleasure of 
meeting many of the advertising men 
from the various life insurance compa- 
nies and exchanging our views, which 
was most interesting and profitable. 

“Tt would appear that more and more 
of the leaders of the various life insur- 
ance companies are beginning to realize 
the importance and value of the institu- 
tion as a whole telling the story of life 
insurance through a big, broad, national 
campaign of advertising, free from the 
stamp of any company, giving to the in- 
suring public the great story and 
achievement of life insurance for the 
protection of one's family, old age and 
business. 

“There is over a hundred billion of life 
insurance in force, backed up by nearly 
twenty billions of reserve invested in the 
underlying securities of the country. The 
problem of keeping this vast army of 
millions of insureds informed and satis- 
fied as to their insurance, giving them 
confidence in the inviolate safety and se- 
curity of the companies that carry this 
protection and investment for them, will 
help the conservation of business and in- 
crease the confidence of all policyholders 
in our companies. 

“Each year the business itself gets 
stronger and better through the wise 
handling of the companies by their offi- 
cers, and the better education and train- 
ing ‘of their agency forces. All of this 
could, in our opinion, be augmented and 
strengthened by a proper system of in- 
stitutional advertising by the companies. 
It would result in giving a greater feeling 
of security not only to the insuring pub- 
lic but to the officers of the companies 
and life insurance agents in every com- 
munity. 

“It is for these reasons and many oth- 
ers that have been enunciated in previous 
studies and reports, not only by your 


committee, but by others, that we again 
record our faith and belief in the value 
and necessity of institutional advertising 


of life insurance by the life insurance 
companies.” 

We believe more and more people have 
become convinced that the institution of 
life insurance would be better served if 
they had some plan of co-operative ad- 
vertising for the conservation of old 
business and not for the primary purpose 
of increasing new business or obtaining 
additional agents. 


Were the companies jointly to sub- 
scribe to a fund, it should be used to 
inform the policyholders of the country 
as to the necessity of: 


1. Keeping their insurance in force. 


2. Keeping their health constantly 
checked up. 


3. The necessity of repaying loans 
rather than lapsing. 


4. Information as to the tax life in- 
surance is paying, which means added 
cost for insurance together with the oth- 
er questions about which it is necessary 
to inform and to continue to inform the 
insuring public. 


The fact that existing policies have 
modes of settlement which enable an in- 
sured or beneficiary to select any of 
these settlements rather than to accept 
payment in a lump sum and the many 
services that can be rendered to the ex- 
isting policyholders which will tend to 
influence them toward keeping their in- 
surance in force thus reducing the mor- 
tality and the cost of insurance and save 
millions of dollars to the companies and 
their policyholders. 

According to the formula laid down by 
the joint committee in its report of April, 
1929, they suggested having each sub- 
scribing company make a contribution of 
seven cents per thousand dollars of new 
business paid-for, plus four one hun- 
dredths of 1% of the renewal premium 
income for the preceding year. Using 
this as a formula and a basis it would 
be well if the joint committee on co-op- 
erative advertising was called together 
again to consider further the problem in 
its present-day form and to report fur- 
ther to the companies as to their recom- 
mendations and suggestions. 


We would recommend that the com- 
mittee on institutional advertising be dis- 
charged and that the president be au- 
thorized to appoint a similar committee 
to be known as the committee on life 
insurance conservation of the National 
Association of Life Underwriters and 
that such committee be authorized to co- 
operate with similar committees of the 
Life Insurance Sales Research Bureau, 
the Life Agency Officers’ Association and 
any other similar bodies interested in the 
subject. 

Respectfully submitted: 

Julian S. Myrick, chairman; Charles 
Axelson, Paul F. Clark, William M. 
Duff, Gordon Campbell, O. Sam Cum- 
mings, George A. Kederich and Harold 
Pearce. 





MORE DUNSMORE C.L.U.’S 





All Agency Assistants of William J. 
Dunsmore Agency Have Passed 
Examinations 
Seven additional members of the Wil- 
liam J. Dunsmore Agency of the Equi- 
table Society in New York passed in 
June examinations for the Chartered Life 
Underwriter degree. There are nine 
members of the agency holding the 
C.L.U. degree including Mr. Dunsmore 
and his entire assistant managerial staff. 
Glenn B. Dorr and Mr. Dunsmore passed 

their examinations in previous years. 

As far as is known this is the only 
agency in the country with such a large 
proportion of the agency personnel hav- 
ing passed the C.L.U. examinations. 
Those who passed the examinations in 
June were: M. Warren Benton, Herbert 
R. Coursen, Clifford L. Lundgren, J. 
Fred Speer, Raymond S. Darrenougue, 
Christian A. Natvig, Lyle E. Replogle. 

Arthur R. Knott and Charles Kisseleft 
have taken and passed part of their ex- 
aminations for the degree. 


Penn Mutual Plan 


(Continued from Page 1) 


the John A. Stevenson Agency in Phila- 
delphia. 

Mr. Spencer gained his experience in 
the Ralph C. Engelsman agency of the 
Penn Mutual in New York, where for 
the last eighteen months he served as 
supervisor. His entry to life insurance 
was by way of the home office of the 
Metropolitan in 1924. And he graduated 
in that company’s course in life, health, 
and accident insurance. He joined Mr. 
Engelsman in 1929. There he had a rec- 
ord of an application a week for two 
years and also while there graduated 
from the New York Life Insurance 
Training Course in July, 1930. 

Mr. Eddleblute is a Pennsylvanian who 
at an early age moved to Colorado to 
engage in school work. High school 
principal, superintendent of schools, 
county superintendent of schools, were 
his positions. His degrees are B.A. and 
M.A., University of Denver. His last 
educational post was superintendent of 
Clayton College, a Colorado agricultural 
institution. From there, three years ago, 
he went to the Denver agency. Eighteen 
months ago he was apnointed agency su- 
pervisor. Because of the excellence of 
his record in that capacity and educa- 
tive ability gained from long experience 
he was chosen by the home office for 
this new position. 

These four regional superintendents 
will perform the duties usual to such po- 
sitions and, as well, will carry on the 
company’s educational work. Agent- 
training will be provided through E. Paul 
Huttinger, manager of training, agent- 
supervision and agent-education being 
co-ordinated and directed by the super- 
intendent of agencies. 





E. H. Speckman, auditor of the Ken- 
tucky Central Life & Accident, has been 
made vice-president succeeding the late 
C. E. West. 








Chicago 


A Good Place to Live 
A Good Place to Work 


Chicago inspires an 
intense loyalty among 
her people. The 
Illinois Life is but 
one of many organi- 
zations proud to be 


a Chicago booster. 


ILLINOIS LIFE 
INSURANCE CO. 
# CHICAGO + 
Illinois Life Building 
1212 Lake Shore Drive 


Raymond W. Stevens, President 
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Meets Appeal of Normal People 


By Rufus R. Roth, , 
Fort Wayne, Ind., Lincoln National Life 


Life insurance looks mighty fine to me 
after having been in the business one 
year. During that time I have produced 
$315,700, writing 142 lives. I have found 
that life insurance meets the two rea- 
sons which appeal to any normal person 
in an occupation: self preservation and 
individual happiness. 

To me the business is full of romance. 
It is a pleasure to know people who have 


benefited by insurance proceeds. 


My early training was in a Fort 
Wayne real estate office. There I 
learned three rules of salesmanship 


which have been most helpful in life in- 


surance. 


They are these: Be prepared before 
you see your prospect. Give the facts. 


See your proposition through. 


RUFUS R. ROTH 








Life Insurance the Underwriter of 
Best Ambitions of American People 


During the past half century the Am- 
erican people have become accustomed 
to living on a scale unparalleled in the 
history of the world. Comforts and lux- 


uries unknown to any other age or na- 
tion are looked upon as necessary to our 
very existence. Having become accus- 
tomed to a scale of living which has add- 
ed immensely to the enjoyment of life, 
the American people are not going to be 
satisfied with an inferior standard. On 
the contrary, an insatiable desire on the 
part of Americans to do things a little 
bit better each succeeding year will con- 
tinue to raise the standard of living, says 
Agency Items, published by the Equita- 
ble Life Assurance Society. 

All this can mean but just one thing: 
Business is going to be revived by this 
impelling force, this overwhelming urge 
to live well. Americans are determined 
to dress well, to eat well, to live in fine 
homes, to travel extensively, to main- 
tain automobiles, to indulge in sports 
and recreation, to read fine books, hear 
good music, to give their children high 
school and college educations. If these 
desires had been modified by the de- 
Pression there might be some cause for 
alarm. But the resolve to live well has 
not been affected in the slightest degree. 
And as it is characteristic of Americans 


to realize most of their ambitions, busi- 
ness is going to be quickened by this 
unconquerable determination to enjoy the 
best that life offers. 

What has all this to do with life in- 
surance? Simply this: Life insurance 
underwrites all the finer ambitions of 
men and women, and preserves for the 
family and for old age the necessary 
comforts and luxuries to which Amer- 
ica has become accustomed. In fact, life 
insurance has been kept in force by mil- 
lions of people during these trying times 
so that, in event of the loss of the bread- 
winner, the surviving family might main- 
tain indefinitely its same standard of liv- 
ing. 

So long as the American people are 
actuated by this desire to live in the 
best manner, and to spend freely for 
the advantages which the most wonder- 
ful nation of all ages has developed, there 
need be no doubt about an early revival 
in business. America has never ceased 


to go forward, despite occasional slow-: 


downs in the pace. 

Centuries ago a sage wrote: “Where 
there is no vision the people perish.” The 
American people have not lost their 
vision of fine, wholesome living, nor the 
urge to live as well as, and if possible, 
better than in the best days of the past 
few decades. 





Te Deum 


By J. J. Doyle, 


Manager of Publication, Western and Southern Life, Cincinnati 


When I look around my neighborhood 
and see what’s happened to the “good 
Jobs” my neighbors had three years ago 

I'm glad I'm in the life insurance 
business, 

When | see others restricted to two 
days work a week—I’m glad I’m in the 
life insurance business. 

When I reflect on the number of effi- 


cient workers in other lines who have 
been squeezed out by mergers and in- 
ventions—I’m glad I’m in the life insur- 
ance business. 

When I observe men who have served 
their firms faithfully for many years, laid 
off to make way for younger men—I’m 
glad I’m in the life insurance business. 

When I ponder on the fact that a 















Ability— 


organized. 





OPPORTUNITY 


A prominent Eastern Life Insurance Company 
is seeking the services of a capable Field Manager. 


REQUIREMENTS— 


To secure and train men. 


To increase production in offices already 


Preferable Ages 35 to 40. 
Real opportunity for right man. 


Furnish Experience, Results Obtained, Age, and 


References. 
Address reply to Box 1205, 


THE EASTERN UNDERWRITER, 
94 Fulton Street, New York 


























man’s earning power in most jobs is de- 
pendent on seasonal conditions or the 
law of supply and demand—I’m glad I’m 
in the life insurance business. 

When I realize that I can earn as 
much as ever, and that the purchasing 
power of my earnings has increased over 
20%—I’m glad I’m in the life insur- 
ance business. 

When I consider that for increased ef- 
ficiency, I not only receive increased 
compensation, but increased rate of com- 
pensation—I’m glad I’m in the life in- 
surance business. 


When I perceive that the thing in 
greatest demand today is safety for sav- 
ings, and that there is no safer finan- 
cial institution in the country than the 
business I represent—I’m glad I’m in the 
life insurance business. 

When I meditate upon the fact that 
the business is growing, assuring promo- 
tion for industrious effort—I’m glad I’m 
in the life insurance business. 

When I recognize that no prejudice of 
any kind exists and that my future de- 
pends solely on my own merits, that | 
always have work to do and that the 
more work I do, the more I make—be- 
lieve me, I’m glad I’m in the life insur- 
ance business. 











security . 
pany is security. 


LIFE 


Stewardship 


ei HE MUTUAL BENEFIT is justly proud of its 

record of stewardship, for funds entrusted to 
its care have been conserved and wisely increased. 
Neither war, nor plague nor panic has pre- 
vented the performance of its contracts. 
that constancy there is confidence that members of 
the Company will continue to find safety in Mutual 
Benefit protection. New policies being issued daily 
are contractual obligations and will further demon- 
strate the unchanging character of Mutual Benefit 
. the first law of a life insurance com- 


The MUTUAL BENEFIT 
INSURANCE COMPANY 


Newark, New Jersey 
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Practical Suggestions to Help the Man With the Rate 


Book Increase His Income and General Effickency 





The constant fol- 
A low-up of old policy- 
Veteran holders is the most 
Speaks likely way to estab- 
lish a permanent cli- 
entele, says W. H. Moir of Los Angeles, 
who completed twenty-five years’ service 
with the Home Life of New York this 
year. 
“In the beginning of my agency work 
I was compelled to constantly seek new 
contacts from which to secure prospects 
and business,” Mr. Moir says in remi- 
niscing. “Later on, I devoted more time 
to my policyholders from whom I ob- 
tained both prospects and additional bus- 
iness. My experience has shown that 
this procedure has been both pleasant 
and profitable, as in 1930 I secured 63% 
of my new business from old policyhold- 
ers and in 1931 I secured 90%.” 


= 

In generally pre- 

Evils vailing hard times 

In when _ business is 
Mud-Throwing harder to get certain 


salesmen are tempted 
to infract the code of ethics governing 
their business, in over-eagerness to gain 
personal profit or in fear of losing it. 
says Vice-President G. K. Sargent of 
the Mutual Life, writing in Points. Mr. 
Sargent continues: 


Here and there is a salesman who as- 
perses other salesmen in the same kind 
of business and deliberately tries to cre- 
ate public doubt of the integrity and 
financial standing of the concerns em- 
ploying them. Aside from the moral 
issue, conduct along this line is short- 
sighted and poor business. The sales- 
man for any life insurance company who 
stoops to mud-throwing or to hinting of 
instability is destroying himself and hurt- 
ing the business which gives him stand- 
ing, bread and butter and opportunity 


Today life insurance stands out in pub- 
lic thought as perhaps the most stable 
financial business in America. It is logi- 
cal to believe that when economic condi- 
tions improve the life insurance sales- 
man will come to new prosperity. This 
will be so. The underwriting tactics of 
a certain type of worker, however—and 
his work can’t always be detected even 
when its effect is felt—are working 
against the creative effect of satisfying 
service. They are creating doubt of life 
insurance even while life insurance is 
performing its service. 

Life insurance is a national institution 
made up of many splendid companies. 
and it is part of the financial body of 
this country. I do not believe that as 
an institution it could be destroyed or 
much harmed, but an undesirable change 
in its nature might come under certain 
untoward conditions. Cast suspicion on 
one company and you cast suspicion on 
all. It is the duty of every man and 
woman in the life insurance business— 
in office or in field—to defend the insti- 
tution and to defend the reputation of 
every component company. It is the 
duty—and should be a very pleasing duty 
—of every field worker to hold rigidly 
to the ethics of the business. 


Are we making the 
Wife’s Aid most of the increas- 
in ingly favorable atti- 


Prospecting tude of women to- 
ward life insurance? 
asks the Connecticut General Bulletin. 


Are agents enlisting the co-operation of 
their own wives in unearthing situations 
where insurance is needed? With re- 
gard to this the Barlow Newsette says: 


“Wives are a tremendous help in our 
prospecting. During the past year a 
number of men in our agency wrote 
good sized cases on prospects who were 
suggested by their wives. This is espe- 
cially true of some of our leading pro- 
ducers. 

“In making up a list of prospects it 
would be a good idea for your wife and 
you to make up a list of people you 
know. Probably it would not be diffi- 
cult to go back a month and recall the 
people you have met at social engage- 
ments. It would not be difficult to make 
up a list of intimate friends you have 
not seen for some time. Your wife 
would probably know something about 
families who have children in school and 
could recall some information that would 
be very important regarding the parents. 
There is no business in which the wife 
can be so helpful as the life insurance 
business and in these days especially it 
must be a partnership arrangement if the 
agent is to be successful. 


“One case was written awhile ago 
for $25,000 simply because at an after- 
noon bridge the agent’s wife was asked 
if it would not be possible to buy insur- 
ance on a wife when the husband was 
uninsurable.” 

: * * 


When getting leads 
On from a person the in- 
Securing formant should not 
Leads be regarded as an in- 
dividual but as a 
member of a group, says the Montana 
Life Agency News. He should be asked 
for names belonging to the group in 
which he is most influential. It is con- 
ceivable, for instance, that a professional 
man had little influence with others in 
his profession where he had strong in- 
fluence in golf or hunting or some other 
circle. 


“Every man moves in three circles,” 
points out C. A. Natvig of the Equitable 
Life. “(1) In the family group, (2) a 
social group, (3) a business group. Defi- 
nite questioning concerning the family 
group is an easy step, for in more ways 
than one there is a kinship not of actual 
family responsibility so much as of in- 
terest in general family welfare. In 
many cases the informant knows much 
of the financial and personal details of 
his friends in groups (2) and (3); show 
him the advantage life insurance will 
confer upon his friends. 


“In whatever group of people he has 
carved out the greatest sphere of influ- 
ence, to that group lead his mind—for 
among these people his name will carry 
the greatest weight and your task will 
be simplified.” 





There are no policies better adapted 


NONE BETTER 


INDUSTRIAL — OR — ORDINARY 


to the public need than those issued by 


The Colonial Life Insurance Company 
OF AMERICA 
HOME OFFICE—JERSEY CITY, NEW JERSEY 
Opportunity for Quality Men 
NEW JERSEY—NEW YORK — PENNSYLVANIA — CONNECTICUT 











TODAY 





plans to meet the new economic era. 


3. Organized sales talks. 


FRED H. RHODES, President 





TOMORROW 


Recent developments point to a revival in business. 
Underwriters, in order to secure their share of production, must re-organize their working 


Berkshire men and women have at their command— 
1. Complete home office and agency co-operation. 
2. Policy contracts designed to meet new demands. 


4. “Fund-O-Mentals”—a complete, up-to-date training course. 
With these “Sales Helps” Berkshire Associates are equipped to meet changing conditions. 
“ASK ANY BERKSHIRE AGENT” 


BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 


8 PITTSFIELD, MASS. 





In Quarry Town 
Travels a Lot 
To Write Policies 


Stanley F. Marsh, working from Barre, 
Vt., as agent of the Massachusetts Mu- 
tual, has had an outstanding record be- 
cause the principal industry in Barre is 
a large granite quarry and many of the 
quarry employes are ineligible for life 
insurance because of their occupations. 
Barre is located in a farming commu- 
nity. 

Despite the handicaps Mr. Marsh is 
insuring a large number of lives. He 
paid for 224 policies, $638,950 insurance, 
in 1930; for 187 policies, $517,465 insur- 
ance last year. He is doing well this 
year. 

Mr. Marsh in insuring a large num- 
ber of lives each year must cover con- 
siderable distances in searching for pros- 
pects. Surely life agents in large cen- 
ters of population can be inspired to 
more productive effort by reviewing his 
accomplishments. 





It might be well for 


Ideas us to examine our 
Which sales presentations a 
Appeal little more thorough- 


ly, said Dr. Irvin 
Bendiner, New York Life producer of 
Philadelphia, in a recent address. High- 
sounding, complicated schemes for pre- 
senting the simple ideas of fundamental 
protection are out of step with the times. 
We must strive to present a clear, con- 
cise picture of the functions of life in- 
surance by the time-tested methods. It 
will pay us, too, to avail ourselves of 
those sales ideas inherent in the business 
of life insurance which have been largely 
overlooked in the last few years. These 
ideas appeal to the public’s renewed ap- 
preciation of safety and security. 

Let us point out the spread of risk, 
expert management and prior lien fea- 
tures of our investment policy. Let us 
stress the fact that life insurance com- 
panies are not compelled to liquidate as- 
sets for current obligations, but hold 
their securities and mortgages for ma- 
turity. Let us point out the substantial 
contingency surpluses, the redundant 
premium income, the colossal reserves re- 
quired by statute and the untiring super- 
vision of the state insurance departments. 


Each of these points can be presented 
effectively during the interview and will 
with great advantage replace the nebu- 
lous net cost arguments which many of 
us have been wont to use. Tell your 
prospect what it is which has made the 
institution of life insurance what it is 
today. Present life insurance to him in 
terms of what it does. Stop criticizing 
your company and your competitors’ 


companies and look at yourself in terms 
of what you can do to render service. 





HAIGHT, DAVIS & HAIGHT, Inc. 
ras nbc 
INDIANAPOLIS 
Kansas City 
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Income and Outgo 

“Did you ever realize that society uses 
the words Income and Outgo to the fam- 
ily you leave behind when you go on the 
Long Journey?” asks Points, published 
by the Mutual Life. 

“If you leave your family comfortable 
in a financial way, with a steady income, 
the world says ‘Come in,’ and if you 
don’t it says ‘Go out.’ We shouldn’t be 
too cynical about this. As a general 
thing, people live with people on their 
own financial level. When a _ family 
drops in the social scale, it’s tough luck, 
but the way of the world. If it’s your 
family you'll not know about it—prob- 
ably.” 





E. P. LECHER APPOINTMENT 


Eugene P. Lecher has been named as- 
sistant superintendent of claims for the 
Northwestern Mutual Life of Milwau- 
kee. Mr. Lecher, who has been asso- 
ciated with the Northwestern Mutual for 
thirty-seven years, served first in the ac- 
tuarial department and for the past 
eighteen years in the claims department. 





AGENCY MANAGER WANTED 


By western company, non partici- 
Rated A-“Excellent” by 
Fifty millions of insurance 
in force. Surplus exceptionally larce- 
Operates in eight states—Pacitic 
coast and Intermountain territory. 

In view of the improved economic 
conditions in its territory, this Com- 
pany has decided the time has come 
to strengthen its present agency 0'r- 
ganization and to develop new ter- 
ritory. = 

The man sought is from 35 to 45 
years old, now employed, and with 
at least five years’ successful ficid 
and organizing experience. Refer- 
ences required but the chief recom- 
mendation will be the endorsement 
by present employer of applicant 2* 
one who accomplishes things and 
whose future is not behind him. He 
must be willing personally to cover 
wide territory in organization work. 

This position should prove most 
attractive to an assistant manacer 
in a large organization who has 
ability and ambition but who feels 
his further progress may be limited 
in the next few years. 

The applicant chosen will be paid 
a substantial salary, plus traveling 
expenses, with broad possibilities 
for advancement and larger income 
when he makes good. 

Address “Agency Manager,” om 
The Eastern Underwriter, and s¢™ 
photograph. 

Agency Manager 
The Eastern Underwriter 


94 Fulton Street, New York 
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Provident Mutual Leaders Hold THE FORMULA 


Convention at White Sulphur | 


of SUCCESS 


IFE INSURANCE can be explained in plain, everyday 
language. The facts can be simply stated. People need to 
be told about life insurance by one who knows life insurance 

and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


The Leaders’ Club convention of the 
Provident Mutual Life of Philadelphia 
was held at the Greenbrier Hotel, White 
Sulphur Springs, this week with nearly 
200 members, guests and home office peo- 
ple present. Of the 100 members quali- 
fying for the club convention eleven 
“Blue Ribbon” leaders qualified with a 


club with the highest production in the 
company’s ranks; William Kennard of ° 
Philadelphia, G. F. Little of Chicago, 
Henry Sonneborn, Jr., of Philadelphia 
and D. T. MacKinnon of Detroit, all 
vice-presidents; I. P. Miller of Philadel- 
phia, secretary and treasurer. 

The installation of the new officers and 





SIGOURNEY MELLOR 


President 


minimum of $400,000 paid for during the 
year ending June. 

The officers of the club, chosen in the 
order of their production, are: Sigourney 
Mellor of Philadelphia, president of the 





G.. F. LITTLE 
Vice-President 





WILLIAM KENNARD 


Vice-President 


the greetings of the home office to the 
convention were given by Franklin C. 
Morss, manager of agencies. 

Sigourney Mellor of Philadelphia, as 
new president, presided at the first ses- 


HENRY SONNEBORN, JR. 
Vice-President 


THE MUTUAL LIFE OF NEW YORK, with its long history of 
increasing success, offers opportunity. 
all standard forms of life insurance. Double Indemnity Benefits. 
It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


|| to apply to 








34 Nassau Street 


DAVID F. HOUSTON 
President 








sion and the other officers of the associa- 
tion presided at the subsequent sessions 
of the meeting. 

There were numerous sales talks on 


D. T. MacKINNON 
Vice-President 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 


The Mutual Life Insurance Company 
of New York 





It writes Annuities and 


New York, N. Y. 


GEORGE K. SARGENT 
Vice-President 


and 
Manager of Agencies 

















time planning and prospecting, maintain- 
ing contact with the home office, keep- 
ing sales methods in tune and other live 
salesmanship material. 


I. P. MILLER 


Secretary and Treasurer 








GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 


—— 





17-23 John Street, New York 
COrtland 7-8300 





MANAGERS 


INSURANCE CO. avers 





Home Office, 50 Union Square, New York City 





122 East 42nd St.—LExington 2-6715 
Uptown 245 Fifth Ave——AShland 4-1772 
578 Madison Ave.—WIckersham 2-2627 
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AN EMERGENCY DEMANDING 
SUPPORT 

If there ever was a time when the 
business of stock casualty insurance 
should present a united front, with both 
companies and producers in accord on a 
program of action, it is now in connec- 
tion with the emergency compensation 
rate increase program which is being put 
before the various state rating boards 
and supervisory officials for approval. 
There has been no disputing the neces- 
sity for an increase—not with a $58,- 
000,000 underwriting loss on compensa- 
tion business in the past three years 
staring the stock companies in the face. 
But the opposition which has developed, 
particularly as to lower commissions, 
with such increasing rapidity in the past 
few weeks has been most disconcerting 
to company executives because they had 
fully informed agents and brokers of the 
new program well in advance of its an- 
nouncement and in many cases had 
found producers in sympathy with it. 

Facing this opposition squarely the 
companies have sensibly laid before their 
field forces a complete justification of 
the need for the new rate increases. 
Prominent leaders, such as R. J. Sullivan 
of the Travelers and E. Asbury Davis of 
the United States F. & G., have come 
out with helpful, interpretative explana- 
tions. Every effort has been made to 
show the producer that the stock com- 
pany program in the long run will be to 
his advantage; that the average commis- 
sion to be received under the new plan 
will be only slightly lower than under 
the old. 

Mr. Sullivan, for example, has pointed 
out that in maintaining the present total 
acquisition cost of 174%4% on risks carry- 
ing an annual premium of $1,000 or less 
the companies recognized the fact that 
94% of all risks written by the stock 
companies in the past have been in this 
class. Then, to offset the graded com- 
mission scale downward on premiums 
above $1,000 and soften the resentment 
of employers over the increased cost of 
their insurance, the stock company plan 
permits a discount of 12!'%4% in the pre- 
mium to be given to large risk employers 
on premiums earned in excess of $1,000. 
In addition, it is emphasized that there 
will be no abatement in the stock com- 
pany accident prevention co-operation 
rendered to industrial risks which has 
helped so greatly in keeping the cost of 
the insurance down. 

That these efforts at justification of 
higher rates and lower commissions are 
being recognized is seen in the publicly 


expressed endorsement of the program 
by one Chicago agent who says in part: 

“We like to receive just as much com- 
mission as our competitors but in the 
long run we can see that it is better for 
all of us to take less commission, pro- 
viding, of course, the reduction in com- 
mission is reflected in a lower overhead 
for the insurance company, so that in the 
final analysis, by successfully competing 
with the mutuals we can increase our 
volume sufficiently to offset the reduc- 
tion in commissions.” 





ANNUITY BOOM IN BRITAIN 

London newspapers are commenting on 
the boom in annuities, stating that many 
insurance offices are actually finding the 
increase in this type of business disturb- 
ing to the well-proportioned balance they 
maintain between their various types of 
business, according to some commenta- 
tors. 

The explanation of this boom is sim- 
ple, they say. People have realized that 
for a long time to come low interest 
rates on gilt-edged securities must pre- 
vail. Some of the Dominion offices, 
which give a higher yield than the Eng- 
lish companies, are now transacting an 
immense annuity business. One com- 
pany has done as much in the last six 
months as in the previous three years. 





RIOT INSURANCE IN IRISH FREE 
STATE 

A strong market has developed at 
Lloyd’s in London covering property in 
Ireland against the risk of damage from 
strikes, riots or other civil commotion. 
On business and commercial property the 
rate has varied between $1.85-$2.50 per 
$500 for a year. For private houses the 
rate has been 4%. 

According to the “Daily Telegraph,” 
big mansions and the estates of those 
known to have pronounced political lean- 
ings are considered bad risks, high rates 
being quoted in many instances. Auto- 
mobiles, owing to their value for trans- 
port purposes and the ease with which 
they can be acquired, are rated at about 
1%. Churches are also bad risks, as 
much as 5% being quoted on one Roman 


Catholic church. 


The “Daily Telegraph” further states: 


“These rates may go higher, for with 
an increasing amount of business some 
underwriters appear to be limiting their 
commitments. All these Irish riot in- 
surance policies make it a condition of 
insurance that the assured takes no part 
in political activities and has not re- 
ceived any letters threatening molesta- 
tion on political grounds.” 





MISS BABE DIDRIKSON 


Miss Babe Didrikson, after winning 
the acclaim of the hundreds of thousands 
at the Olympic games in Los Angeles 
who witnessed her world’s record break- 
ing performances in the javelin throw 
and the 80 meter hurdling event, is back 
home again in Dallas, welcomed by 
President Homer R. Mitchell of the Em- 
ployers Casualty for which company she 
is a typist; ready to step back into the 
harness of business and cheerfully carry 
on the duties of her desk with the same 
spirit and determination which has 
marked her athletic achievements of re- 
cent days. 

Miss Didrikson has been hailed by no 
less an authority than Grantland Rice, 
famous sports writer, as the “greatest 
all-round athlete that the world has ever 
known either man or woman.” In addi- 
tion to the many records she now holds 
in field events she has made the All 
American girls’ basketball team for the 
last three consecutive seasons; in golf 





William Alexander, secretary of the 
Equitable, was one of a small group of 
students who formed a Greek letter so- 
ciety at the University of Virginia more 
than sixty years ago. From that small 
beginning it has grown large and influ- 
ential in Southern and Western colleges. 
It had been decided to have an anni- 
versary gathering of the fraternity on 
the Coast this month and Mr. Alexander, 
as one of the founders, was on the pro- 
gram. Then the convention was called 
off, but Mr. Alexander went to the Coast 
anyway, visiting interesting places en 
route, and he sat in at the sessions of 
the National Association of Life Under- 
writers. He traveled with Frank L. 
Jones, vice-president of the Equitable 
Life Assurance Society, and Mrs. Jones. 

* * * 


Michael Saul, a fireman attached to 
the Newark fire department, has com- 
pleted at a cost of about $50, an eight 
foot metal frame-work miniature sky- 
seroner of about twelve stories in height 
which will be used in educating the mem- 
bers of the department at the opening 
of the Newark firemen’s school next 
month. The building is patterned after 
one of the large buildings in Newark 
and has a complete standpipe system 
through which water will circulate, the 
standpipe system being one that is being 
used today in all high buildings. 

x * * 


_ Joseph Kasas, special agent of the Na- 
tional Union Fire in New Jersey, sailed 
last week for Honduras. This is his sec- 
ond visit to Central America and at least 
his second into southern waters during 
the hurricane season. 





she drives her tee shots from 230 to 260 
yards and shoots often in the low 80s; 
in baseball she is a good pitcher, a whirl- 
wind at third base; in tennis her drives 
are powerful and hard to return. She 
also excels at tennis, swimming, diving, 
and in football she can pass, punt and 
drop-kick along with the best of the 
college stars among men. Still further, 
she is an excellent boxer and thoroughly 
at home on roller skates both as a fancy 
skater and as a racer. 

Obviously Miss Didrikson’s athletic 
success has given no little satisfaction 
to M. J. McCombs, manager, safety en- 
gineering department, of the Employers 
Casualty, the man who “discovered” her 
some years ago. “As her coach,” he 
writes, “I saw Babe step into our athletic 
teams and earn her berth along with the 
rest of them. The first time I observed 
her in action on a basketball floor she 
had been playing the game for a little 
over two months and it was then that I 
saw beyond the unfinished play of her 
court game, the great possibilities which 
lay beneath the surface. I visualized the 
possibilities of her future achievements. 
I am certainly pleased to have been in- 
strumental in my meager way in helping 
her to attain the dizzy heights which she 
now enjoys. I witnessed her struggle 
long and patient with the technique of 
basketball; then I witnessed her struggle 
with the orthodox forms of field and 
track activities, I witnessed her constant 
attention to training rules, regulations 
and diets.” 

As an employe of the Employers Cas- 
ualty Mr. McCombs describes Miss Did- 
rikson as being “very popular and be- 
loved by her teammates, business asso- 
ciates and friends.” She is a typist in 
the engineering department assigned to 
the loss statement desk. Her coach em- 
phasizes that her achievements have 
never developed a “swell head” attitude ; 
that she is “just as grand in defeat as 
she is in victory, not complaining at ad- 
verse decisions rendered by game of- 
ficials but taking them as the ‘breaks’ of 
the game.” Her indomitable spirit and 
will to win is one of the outstanding fea- 
tures of her make-up in Mr. McCombs’ 
opinion. 





Clinton Davidson, president of the 
Estate Planning Corporation, New York, 
and one of America’s leading life insur 
ance producers, returned this week from 
a fishing trip in the Gulf of Mexico, suc- 
cessful not only in landing tarpon but 
also a shark. “It was only four feet 
long in contrast to the 101 pound shark 
caught by Vice-President Samuel Milli- 
gan of the Metropolitan Life,” said Mr 
Davidson, “but it was the meanest-look- 
ing fish I ever saw.” 

* * 


John A. Stevenson, vice-president 
the Penn Mutual Life, Mrs. Stevenson 
and their son Jack, recently visited 
the ranch of Frank H. Davis, forme: 
general agent of the Penn Mutual 
Chicago and Denver, and before that 
vice-president of the Equitable Life As- 
surance Society. Major Alexander |. 
Patterson and his son Alexander als 
were Davis ranch visitors. Mr. Davis 
had returned from the Mayo hospital 1 
Rochester, Minn., and his health 
greatly improved. 

* * 

George Harrington, prominent fire in- 
surance adjuster and formerly connecte'! 
with the New York Board of Fire Un 
derwriters, will deliver twelve lectures 
before the Insurance Society of New 
York during the coming season on stan( 
ard policy forms, clauses and endors' 
ments, loss adjustments, use and occu 
pancy and other forms. 

ie 

C. R. Pitcher, president of the Insu 
ance Institute of America, has recent!) 
left his Pennsylvania address. He is now 
to be found care of Dr. F. M. Allen, 
Physiatric Institute, Morristown, N. J. 
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Ever-Present Dock Fire Hazards 

| have received the following letter 
from a prominent fire insurance execu- 
tive who recently had occasion to visit 
one of the trans-Atlantic liner piers in 
New York and there observed careless- 
ness with respect to smoking which may 
lead to another costly fire such as re- 
cently destroyed one of the Cunard line 
piers. His timely letter follows: 

“Dear Big Bill: 

“We insurance men who know how 
much effort and money is expended in 
the campaign for fire prevention in this 
country occasionally have a personal ex- 
perience that brings home to us how fu- 
tile it is to attempt to control fire waste 
by rules and ordinances. 

“Last Wednesday, August 17, at noon, 
I was on Pier 19, East River, seeing a 
friend on a ship. This is one of the old 
type piers with much old and dried tim- 
bers. I saw a uniformed customs in- 
spector light a cigar — notwithstanding 
the ordinance against smoking at that 
place—and toss a lighted match on the 
invitingly dry wooden pier. 

_ “Nothing happened, which was a break 
for the fire insurance companies, but 
having in mind the costly fire on the 
Cunard pier in the North River only 
recently, I thought how hopeless it is 

) expect civilians and casual visitors to 
these piers to conform to regulations 
when a uniformed customs inspector, 
Who is officially located there and knows 
the regulations, will not obey them.” 

x = © 


London Had Only One Arson Case 


Last Year 

In a volume of London statistics for 
1930-31, just issued by the London 
‘ounty Council, it is revealed that Lon- 
fon insures itself against fire for $11,- 
+29,955,000. Last year the metropolis had 
4.562 fires at an average cost of $750, an 
average of twelve fires daily. 

len of the twenty-two daily fire calls 
are false alarms. The greatest number 
fires on any one day last year was 
on Guy Fawkes Day, due to the nu- 
Merous fire cracker displays. There was 
only one known case of arson last year. 

* x 


Magazine World’s Work Merges 
\fter thirty-two years of publication, 
World’s Work, one of the most impor- 
tant of serious publications, has merged 
— Review of Reviews; the latter pub- 
‘cation, beginning with the August is- 
We _ carries the name of World’s 

at with its own on the cover. 

Surance men will regret the passin 

* World’s Work in its Ton of the last 
couple of years, as it made a feature 
- insurance in a number of its issues. 
wae Work was started by the late 
6 cae Page, who edited it until 
C when he became ambassador to the 
ourt of St. James. It rolled up a cir- 


35 


culation of 300, i i 
dwindled to nwo Ae vale 
watt magazine, Time, in describing rea- 
pve oe fading influence says it was 
. oa oe change in editorial policy as 
“tt ted to give more emphasis to in- 
Pretation of world industry and thus 

















lost its professional readers, who had 
been its backbone—the teachers, doc- 


tors and lawyers. Also its revenue fell 
more than half. 

The more one thinks about the lack of 
support that World’s Work had in re- 
cent years, the sadder it looks because 
it shows only mild interest in business, 
finance and insurance subjects taken by 
the average professional man. Yet that 
a journal about business can be made 
exceedingly interesting is demonstrated 
by the current success of the magazine, 
Fortune. Fortune deliberately set out to 
interest the business fraternity as sub- 
scribers. That is a different proposition, 
however, than for a magazine to change 
almost entirely its editorial content, 
seeking a brand new class of readers. 
That is always a dangerous procedure. 

The magazine field is rapidly changing; 
even the news-dealers have difficulty in 
keeping track of them. Old ones fade 
out of the picture and sometimes are 
not even missed. 

* * * 
An Agent Who Teaches Safety First 
By Example 

Vernon E. Beavers, a member of one 
of Newark’s oldest insurance agencies, 
the T. W. Griffith Agency, is an enthu- 
siastic automobilist and devotes one day 
each week during the good weather to 
long rides throughout the scenic sections 
of New Jersey and adjacent states. He 
is also a staunch advocate of “Safety 
First” and always has his car equipped 
with a fire extinguisher and has found it 
useful on several occasions. 

Some time ago while touring along a 
New Jersey highway he observed smoke 
coming from his hood. Driving to the 
side of the road, he stopped, raised the 
hood and saw a blaze around some of 
the electric wiring. Several dashes from 
the extinguisher and the fire was out. ~ 

Just as Mr. Bevers started to fight the 
fire a large car bearing a New York li- 
cense and coming in the opposite direc- 
tion also stopped, the owner and his 
chauffeur rushed over and the former 
asked Mr. Beavers if he could be of 
assistance. 

“No,” was the reply, “just a little elec- 
trical blaze but I put it out with my ex- 
tinguisher and everything is all right, 
thank you.” 

“Have we one of those on our car?” 
inquired the owner of the chauffeur. 

“No, sir.” 

“Well, get one for each of the three 
cars and in the future don’t drive with- 
out one.” 

* * x 
Advocates Equipment of Liners with 
Sprinklers 

Commenting on the serious fires which 
have lately broken out in large modern 
liners, Frank R. Lindley asks in a let- 
ter to the London press why a posi- 
tively-controlled sprinkler system has not 
been fitted to these vessels. 

“There is,” he says, “no insuperable 
difficulty in dividing into sections the ac- 
commodation on each deck, each section 
being controlled by master valves located 

on both sides, such valves having their 


control spindles extended both up and 
down through all decks, thus enabling 
them to be opened from either above or 
below the seat of fire. 

“Alarm devices are fitted which lo- 
cate fire, but the real difficulty at pres- 
ent is complete inability to get at the 
fire once it has started. By the adoption 
of the sprinkler system adapted to ma- 
rine conditions, this would be overcome. 
The fitting of two emergency fire pumps, 
one forward and one aft, should become 
as compulsory as is the emergency elec- 
tric lighting plant. 

“Safety of life at sea must take prece- 
dence over luxury and even comfort, and 
the extra cost involved in such an in- 
stallation will more than repay itself in 
the increase in popularity of a vessel so 
fitted, and in the eradication of heavy 
losses by both owners and underwriters.” 


Dawson Catalogs Lloyd’s Nelson 
Relics 

Early in 1931 the Committee of Lloyd’s 
decided to publish an account of the 
relics and papers in its Lord Nelson Col- 
lection, a collection formed by the gen- 
erosity of various members of the cor- 
poration. The resulting book, which has 
just appeared, is a volume of immense 
interest and considerable historical value. 
It cannot fail to be welcomed by naval 
historians and the public. 

The collection consists partly of relics 
(including the plate presented to the ad- 
miral after his victories of the Nile and 
Copenhagen, vases presented to distin- 
guished officers, orders, medals and tok- 
ens) and partly of letters and documents 
relating to the “Nelson period,” though 
not all to Nelson personally. 

There are many letters from Nelson 
which add greatly to existing knowledge 
of his character. His passion for battle, 
his clear and constant recognition that 
victory at sea was the great object, are 
no less illustrated than his determination 
not to have half-measures. This is re- 
ferred to in a letter of December 26, 
1803, in which he tells Nepean he has 
abandoned the blockade of Genoa for the 
moment as it absorbed too many ships, 
“for in the event of battle the French 
will be able to tow off their crippled 
ships, which I do not intend they should, 
for our frigates must tow us up with 
them, for I must not have anything likea 
drawn battle.” There is also a valuable 
series of instructions to commanders in 
various theaters of war—those for the 
expedition to Ostend in 1798, to Holland 
in 1799, for Nelson’s detachment to the 
Mediterranean which led to the Nile, and 
for those events which ended in Bruix’s 
raid into the Mediterranean and Hoche’s 
landing in Ireland. 

Great names are found among Nelson’s 
correspondents—Berry, Paoli, Rodney, 
Admirals Louis and Ranier, Pellew and 
Troubridge, Lord Spencer and Sir Wil- 
liam Hamilton. 

This survey of the collection is the 
work of Warren R. Dawson, hon. libra- 
rian of Lloyd’s. -Mr. Dawson has fur- 
nished able bioigraphical notes and in- 
troductions, and has also preserved the 
character of the letters by printing them 
exactly as they were written without 
touching up the selling, the paragraph 
ing, and the punctuation. The book is 
full of human interest for the general 
reader and at the same time contains 
data of great value to the specialized 
reader. 

* * * 
New Norwegian Insurance Law 

The Central Association of Marine Un- 
derwriters, Oslo, has submitted to the 
parliamentary committee concerned a re- 
port on the proposed new insurance law, 
according to the Scandinavian Shipping 
Gazette. The association emphasizes 
the difference between life and casualty 
insurance and points out some of the 
difficulties which must arise through both 
branches of insurance being governed 
by the same law. 

The association also criticizes the pro- 
posal to have a single supervisory coun- 
cil for insurance business, pointing out 
the difficulty of securing an expert who 
has a thorough knowledge of life as well 
as casualty insurance business. It is 
therefore suggested that a separate coun- 


cil should be established for each of the 
two branches, although the association 
adds that there would be no objection to 
the membership being identical with the 
exception of the expert. 

_ With regard to paragraph 95, contain- 
ing provisions prohibiting Norwegian in- 
surance brokers from placing insurances 
abroad with non-approved companies, the 
association points out that inconvenience 
might arise through a too strict applica- 
tion of this rule, and suggests that pro- 
vision should be made for dispensation 
to be granted in certain cases; such dis- 
pensation should only be granted, how- 
ever, in furtherance of Norwegian inter- 
ests. The Association suggests that in 
the event of such dispensation being 
given the business of brokers should be 
subject to the supervision of the insur- 
ance council. The association also points 
out that provision must be made where- 
by the arrangement of compulsory rein- 
surance contracts is permitted. 

” : * 


Costly Fire Insurance Lesson for a 
Large Assured 

How a successful manufacturer discov- 
ered his knowledge of fire insurance was 
more limited than he thought has been 
related to me by a junior company ex- 
ecutive. 

“One day my chief informed me that 
through the influence of several of our 
directors who were also heavily inter- 
ested in the manufacturing concern, we 
had been chosen to place the fire insur- 
ance and requested me to take charge,” 
this executive said. 

“An appointment was made to inter- 
view the president and go over the ex- 
isting policies and inspect the plant. The 
existing policies were criticized by the 
president for the reason that they cov- 
ered property he considered indestruct- 
ible or subject to little or no damage 
by fire. He was very positive on this 
point and would not listen to advice or 
suggestions, Finally I told him to draw 
a form according to his ideas. When it 
was received I again discussed its im- 
practicability and pointed out that, with 
the higher rate such a form would carry, 
he was saving very little in premium 
and taking chances on a heavy loss. He 
told me that was what he wanted and to 
go ahead on that basis. 

“I wrote him, accepting the order, but 
pointed out the chance for a heavy loss 
When the form was prepared I submitted 
a proof for his approval in writing and 
again wrote him that the coverage was 
not proper, but received his reply that it 
was what he wanted. When the poli- 
cies were delivered I again wrote him 
about the coverage but he reiterated that 
they followed his ideas. 

“Some months later a fire occurred and 
a few days afterwards my chief called 
me into his office. There was an anxious 
look on his face. 

“‘What kind of a form did ycu use 
on the —— policies?’ 

“*A bad one, full of eliminations, it was 
not my form but was dictated and de- 
manded by the president, who said he 
knew what he wanted. Here is the file 
Note that he has approved the form and 
overruled all of my suggestions.’ 

“‘Well,’ said my chief after logking 
over the file, ‘guess he knows more about 
insurance now. He has sustained an 
actual loss of $40,000, but can only col- 
lect about $6,500 under this tricky form 
of his. What was his saving in pre 
mium ?’ 

“*About $400,’ was my reply. 

“About a week later my chief said, 
“Here is an authorization to take com- 
plete charge of all fire insurance mat- 
ters and—get that form revised before 
they have another fire.’” 

x * * 


German Co. Changes Name 

The general stockholders’ meeting of 
the Nordstern and Vaterlaendische All- 
gemeine approved at a recent meeting 
the change of the name of the company 
to Nordstern Allgemeine Versicherungs 
A. G. (Nordstern General Insurance Co., 
Ltd.) which was its name before the 
fusion with the Vaterlaendische. 
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FIRE INSURANCE 





N. Y. Brokers Oppose 
Limitation by Exchange 





ON APPOINTMENT OF AGENTS 





Brokers’ Ass’n Writes Advisory Com- 
mittee Stating Why Brokers 
Should Not Be Barred 





The Insurance Brokers’ Association of 
New York, Inc., is strongly opposed to 
any contemplated proposals of the advis- 
ory committee of the New York Fire 
Insurance Exchange that _ so-called 
broker-agents be so limited in this ter- 
ritory as to practically make them non- 
existent. In a letter sent to Ronald R. 
Martin, chairman of the Exchange ad- 
visory committee, the Brokers’ Associa- 
tion protests against the adoption of any 
rule which would forbid company mem- 
bers of the exchange from appointing as 
agents anyone who is a licensed broker 
unless the brokerage business of such 
appointees furnished less than a fixed 
percentage of the total volume. 

In the opinion of the brokers’ organi- 
zation such a rule would be grossly dis- 
criminatory and unfair and contrary to 
general practice throughout the country 
where thousands of agents hold brokers’ 
licenses. To prevent New York brokers 
from securing licenses as agents would 
lead, the brokers contend, to a move- 
ment to prevent local agents elsewhere 
from being licensed as brokers. 

Following is the text in full of the let- 
ter voicing the brokers’ objections to the 
agent-broker rule which is now held to 
be under consideration by the New York 
Exchange advisory committee: 

“We have heard, through several 
sources, that the advisory committee of 
New York Fire Insurance Exchange has 
under active consideration the adoption 
of a rule prohibiting fire insurance com- 
panies from appointing or continuing as 
agents any persons, firms or corporations 
who are licensed insurance brokers, un- 
less the brokerage business of such con- 
cerns furnishes less than a fixed percen- 
tage of their total profit. 

Unanimous Opposition to Proposal 


“We submit to you that such a rule 
would be improper, and at a meeting of 
our directors on August 2 it was unani- 
mously voted that we should oppose this 
plan. 

“We submit that it would be unjust 
to bar brokers from being agents unless 
agents were barred from being brokers, 
and that neither of these proposals is 
sound or right. We claim that the per- 
centage of profit, for an office, between 
its brokerage and agency business has no 
bearing on the merits, and is being in- 
troduced solely to bar brokers from 
being agents while preserving the op- 
portunity for agents to be brokers. 

“We know that many local fire agents 
in New York have brokers’ licenses and 
profit thereby. In a conference last win- 
ter with officials of the New York State 
Association of Local Agents, we were 
told that most active agencies outside 
of New York City found it necessary to 
hold brokers’ licenses. 

“To our knowledge, New York City, 
with its suburban territory, and San 
Francisco are the only places in the 
whole country where the broker-agency, 
however designated, is not the usual 
status of the competent insurance house. 
There is no reason why such a status 
should be barred here. 

Hostile to Modifications Also 


“We protest against any possible modi- 
fication of the proposed ruling intended 
to accomplish the same result without 
definitely saying so. For instance, we 
would protest against any such ruling as 
that an agent must have a grade floor 
office and a counter for the acceptance 
of business from other brokers. If all 
the business given to his company by a 
broker-agent should be for account of his 


own clients, that is a matter for under- 
writing judgment by the company ap- 
pointing him as agent; that would be ab- 
solutely analogous to the status of a 
great many local agents outside of New 
York City; and that, we submit, cannot 
properly be legislated by the exchange. 

“We maintain that, with the status of 
both brokers and agents defined by law, 
you cannot set up in New York City any 
different qualifications than are fixed by 
law, or any discrimination against the 
rights of brokers and against companies 
wishing to appoint brokers as. their 
agents. 

“We believe it has been proposed to 
eliminate Brooklyn from the contem- 
plated ruling. If that modification is 
adopted, possibly for the purpose of pre- 
serving valuable broker-agency connec- 
tions for some companies, it will em- 
phasize and centralize the animus back 
of this move and will be so definitely 
discriminatory against Manhattan brok- 
ers that the ruling will be increasedly 
subject to legal or departmental attack. 
Similar Ruling by Suburban Exchange 

“Now that this question has been 
raised by the New York Fire Insurance 
Exchange we will probably open the 
question with the suburban exchange to 
secure the rescinding, as improper, dis- 
criminatory, and contrary, to the provi- 
sions of the new agents’ qualification act, 
of a similar ruling on their books. 

“Should you insist and rule that brok- 
ers should not be agents, we will then 
seek an official ruling that insurance 
company practice must be consistent and 
not discriminatory and that no agents, 
anywhere in New York state, shall be li- 
censed as brokers. 

“Such a demand by us would, in our 
opinion, result in the proper and prompt 
rescinding of your proposed ruling, for 
consistency would otherwise call for 
gross unfairness to existing local agen- 
cies both here and throughout the state. 

“We hope you do not recommend to 
the exchange either the proposed ruling 
or any modification thereof.” 


BRITISH LOSSES DECLINE 


Total of $3,610,000 for July Less Than 
for June But More Than in 
July, 1931 

The most costly individual fire in Great 
Britain in July occurred at a London 
lamp factory and was estimated to have 
cost $275,000. A large number of seri- 
ous fires contributed to a total of $2,- 
255,000, which compares with $4,530,000 
for June, the largest monthly figure for 
the first six months of the year, and 
with $1,155,000 for July of last year. 

These estimates only take into account 
fires in which the damage amounted to 
$5,000 or more. According to the esti- 
mates in the Times, in which 60% is 
added in respect of the large number 
of fires costing individually less, the to- 
tal cost of all the outbreaks in the 
United Kingdom and Ireland during July 
becomes $3,610,000. The corresponding 
total for June was $7,250,000. 
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of view changes. 


has any money.” 


still rise to “Big Ben’s” 


is still proud to call his home. 


“Nobody has any money.” 


The Professional Mourner 
vs. A Sense of Proportion 


RP up a sensational newspaper, 
serving a curiosity about the less admirable exhibitions of our common 
humanity, and the quick and natural conclusion is, “Nobody has any morals.” 


But look up from that page and regard sanely your own neighborhood of 
decent, responsible persons, doing the day’s work, raising families on a 
foundation of self-respect and community responsibility; and your point 


The careless phrase, “Nobody has any morals” dies on the fresh, clean 
wind of fact, as will the thoughtless chant now coming into vogue, “Nobody 


The professional pessimist, enjoying his brief place in the sun, has no 
concern with facts. To his distorted vision the world is hurtling merrily to 
the bow-wows. He sees the man who has no job and forgets the twenty who 
call in the morning. He moans as he hears the 
shutters close on a once pretentious mansion and closes his ears to the sound 
of the hammer and the saw as his neighbor builds a new porch on what he 


It does not require any great perspective or sense of humor to appreciate 
the absurdity of the professional mourner’s position, as he chants his dirge, 


Somebody has money to buy everything which can be sold. Somebody 
has money to invest in life insurance at a time when as never before, it 
looms as a “great rock in a weary land.” 

Forget the exhibitionist few who make the front page and remember the 
great quiet army of those who are not “news”; those who have not given 
up, but are working toward something better for themselves and their 
children. They are still buying bread and butter and an occasional piece of 
cake. And they are still buying insurance from the life underwriter who 
refuses to lose his sense of proportion. 
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DEATH OF AMZI T. DODD 





Former Member of Loss Department of 
American of Newark was Prominent 
East Orange Citizen 

Amzi Thomas Dodd, of East Orange, 
N. J., formerly associated with the loss 
department of the American of Newark, 
died Sunday night at his home on Cen- 
tral Avenue. He had been ill for more 
than three years and had retired from 
active service with the American about 
three years ago. He was 6 years of 
age. Funeral services were held 
Wednesday afternoon at the Colonial 
House in East Orange. 

Mr. Dodd was a descendant of the 
Dodd family which settled in New Jer- 
sey two hundred years ago and after 
whom the Doddtown section was named. 
He was at one time a partner and treas- 
urer of the old Baird Untiedt Co., which 
manufactured hats. After that firm was 
dissolved Mr. Dodd joined the American 
and served in the loss department about 
eight years before his illness compelled 
his retirement. He was a past master of 
Hope Lodge, F. & A. M., in East Orange 
and also a member of the Elks and a 
founder member of the Newark Athletic 
Club. 
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The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 


J. A. Kersey, General Agent 


Grorce Z. Day, Ass't General Agent 





U. S.—Statement March 31, 1932 


ASSETS . ‘ . 
PREMIUM RESERVE 
OTHER LIABILITIES 


RESERVE FOR DEPRECIATION IN SECURITIES 
SURPLUS (March 3/st, 1932 Valuations) . 


$13,807,862.18 
1,916,766.13 

‘ 648,327.49 
- 2,551,124.09 
8,691,644.47 


GLOBE & RUTGERS FIGURES 





Company Shows Strong Financial State- 
ment as of July 1; Securities Have 
Gained $7,000,000 Since 
The Globe & Rutgers has issued its 
semi-annual financial statement showing, 
as of July 1, total assets of $58,791,139, 
capital of $7,000,000, net surplus of $7,- 
754,937 and all other liabilities of $44,- 
036,201. However, since July 1 the capi- 
tal has been reduced to $2,000,000, thus 
transferring $5,000,000 to net surplus and 
besides another $7,000,000 has been add- 
ed to the surplus account through ap- 
preciation in the value of securities held. 
Thus the Globe & Rutgers’ financial ac- 
count is at present in a very strong pos!- 
tion, with a net surplus of nearly $20,- 

000,000. 

Ample reserves are shown in the finan- 
cial statement. The unearned premium 
reserve is $23,996,803, the reserve for 
losses in course of adjustment is $10,- 
029,582 and the reserve for commissions, 
taxes and other items is $10,009,816. As- 
sets of the company are divided as fol- 
lows: bonds, stocks and mortgages, val- 
ued on the basis approved by the New 
York Insurance Department, nearly $45,- 
700,000 ; premiums in course of collection, 
$5,769,691 ; interest accrued, $207,617, and 
all other assets $3,840,073. There is an 
item of cash in banks and office of $3,- 


’ 





NEW ELECTRICAL CODE IN 1933 


A. R. Small, manager at New York of 
the Underwriters Laboratories and chair- 
man of the electrical committee of the 
National Fire Protection Association, has 
announced that the next edition of the 
National Electrical Code will be issued 
in 1933. Persons desiring to have changes 
in the code are requested to present 
them to the proper article committee be- 
fore October 1 as the article committee 
expect to have their reports ready for 
publication in December of this year S° 
that they can be studied prior to the 
meeting of the electrical committee soo” 
after March 15, 1933. 
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Devaluation of British Pound; 
Effects On International Risks 


Officer of Swiss Reinsurance Co. Contributes Interesting Anal- 
ysis of Foreign Exchange Question to Austrian 
Insurance Yearbook 


In these days of world-wide economic 
upheavals and departures from the gold 
standard by numerous countries the 
question of foreign exchange in insur- 
ance transactions is of general interest. 
E. Andreoli, assistant manager of the 
Swiss Reinsurance Co., one of the lead- 
ing reinsurance companies in the world, 
has written at length on the currency 
problem as related to international rein- 
surance in the current annual edition 
of the Austrian Assecuranz Jahrbuch. 
Mr. Andreoli points out that the prin- 
ciple of reinsurance in the original cur- 
rency and of retaining the premium and 
loss reserves in the original currency 1s 
becoming more and more common so as 
to avoid many of the drastic effects 
caused by sudden changes in currency 
values. 

One section of Mr. Andreoli’s article 
deals with the pound sterling in interna- 
tional insurance and reinsurance. What 
the author has to say on this subject 
is reproduced herewith in part: 

It should be of interest briefly to deal 
with the effects of the devaluation of 
British currency on the insurance and 
reinsurance business transacted by Brit- 
ish companies. Owing to the importance 
which the British companies have on the 
international insurance market, and their 
extended reinsurance relations with for- 
eign companies, these effects naturally 
do not stop at the British companies, 
but affect also non-English insurers and 
reinsurers in so far as they have busi- 
ness relations with British companies. 

Since September 21, when the English 
currency left the gold standard, the Brit- 
ish pound sterling has been dealt with 
at a considerable discount. In January, 
1932, this discount reached 30%. As the 
British companies in particular have 
based their foreign insurance and rein- 
surance business on their own currency, 
both as regards technical working and as 
respects financial management, the de- 
valuation of sterling affected them in 
several ways. Primarily, the insurance 
liabilities abroad, emanating from a peri- 
od when sterling was on gold, now rep- 
resents more sterling than at the rate 
of exchange at the time the premiums 
were paid (if these liabilities were not 
offset by corresponding foreign invest- 
ments the liquidation of these liabilities 
means a clear loss to the English com- 
panies). Secondly, the reinsurance given 
off in sterling have been devalued so 
that the indemnification paid by the re- 
insurer becomes smaller measured in gold 
currencies, and therefore the net reten- 
tion in case of loss is greater than antici- 
pated at the cession of the reinsurances. 
The British companies lack the technical 
reserves for this increase in net reten- 
tion unless they have been able to build 
up such out of exchange profits or in- 
vestments in foreign currencies. That 
the British companies’ own capital, in 
so far as it has been invested in pound 
sterling securities, has also been deval- 
ued, is here mentioned only incidentally. 


Foreign Insurance in England 


_We cannot further discuss the condi- 
tions arising for the English companies 
Owing to exchange devaluation, but some 
remarks on the reinsurances effected by 
foreigners in England, or concerning re- 
insurances and retrocessions obtained 
there, may not be without interest. Re- 
msurances placed in pound sterling were 
always reckoned as first class. In the 
re cases in which foreign companies 

reinsured in England in the original 
currency, the ceding companies were not 
Prompted by any fear of fluctuations in 
ay original currency. In life insurance, 
pi stains branch the London market 

€n and willingly was called upon, the 


devaluation of the pound sterling has 
brought considerable exchange losses to 
those companies which reinsured in Eng- 
land even where full correspondence ex- 
isted between the currency of the rein- 
surance premiums and the reinsurance 
liability. The reinsurances in England 
have suddenly turned out to be worth 
30% less, and where the original cur- 
rency has not depreciated correspond- 
ingly, the ceding company found itself 
suddenly with a considerably increased 
risk sum for own account. It can pro- 
tect itself through a supplementary re- 
insurance yet has no alternative but to 
supplement from its own funds the deficit 
which has arisen in the technical reserves 
due from the British companies owing to 
the devaluation. 

In the case of reinsurance business 
ceded by British companies, the currency 
question plays an important part in par- 
ticular in fire insurance, in which a con- 
siderable foreign business is reinsured in 
sterling. The influence of the sterling 
devaluation is felt by the reinsurer in 
two respects. On the one hand he has 
to pay claims in pound sterling, which 
represents another value than at the time 
of the payment of premiums, and on the 
other hand the premium and loss re- 
serves invested in British currency have 
depreciated without the liability in for- 
eign currencies having fallen in the same 
proportion. 

So far as the home business is con- 
cerned, which is written exclusively in 
pound sterling, the devaluation has no 
effect on British insurers or reinsurers. 
As for foreign business, the position is 
the same as regards sterling i1 surances. 
The position is otherwise with insurances 
in original currency which have been re- 
calculated by the British companies and 
ceded in sterling. Several points of view 
are here of importance. Much depends 
upon the rate of exchange used in con- 
verting the currencies; it is further of 
importance whether the ceding company 
has its income funds invested in the orig- 
inal currency as far as the gross business 
is concerned, or the net business alone, 
or perhaps not at all, and in what man- 
ner it has invested a possible deposit 
from the reinsurer. It is also very im- 
portant whether the reinsurer has been 
able to ascertain from the bordereaux 
the composition of the business in for- 
eign currencies and thus cover its liabili- 
ties in original currency. 


In dealing with the exchange question . 


cases in which fire insurance treaties 

are concluded stipulating for a fixed rate 

of exchange during the whole duration 

of the treaty must be ignored. Such 

cases exist in fire insurance, but an en- 

deavor is being made to get rid of them. 
Rate on Date of Settlement 


With varying rates of exchange for 
conversion of exchanges, much depends 
upon whether the rate of exchange used 
is that on the day of settlement with 
the reinsurer or a rate of exchange so 
far back-dated that the reinsurer cannot 
buy the foreign currency he wants with- 
out loss. In the case of French busi- 
ness, for instance, it goes without saying 
that more pound sterling is required to- 
day to settle French claims than if ster- 
ling had not fallen. If the premiums 
have not been reconverted and reinvest- 
ed in French currency the heavier claims 
settlements mean now a loss to the re- 
insurers. If the British companies had 
invested the proceeds of their French 
business in French currency the question 
would not have arisen. One can argue 
that this is a question of investment pol- 
icy and not a technical question, and 
that it is the business of the reinsurer 
to protect himself by investments in 
French currency, which presupposes that 


the British ceding companies have given 
detailed information of the currencies of 
which their foreign treaties were com- 
posed. This point of view presupposes, 
however, that the rate of exchange used 
is that of the day of settlement with the 
reinsurer as otherwise he cannot cover 
himself in the foreign currency without 
a loss. 

The exchange development of the 
pound sterling has caused that a num- 
ber of currencies which were already 
falling have suffered further falls. In 
such cases the proportion between the 
devaluation of the foreign currency and 
pound sterling alone matters, and if the 
foreign currency has depreciated more 
than sterling the reinsurer may even 
make an extra profit by having to pay 
the foreign claims with fewer English 
pounds than if the relative proportion 
of the English and foreign currency in 
question had remained constant. 

Premium Reserves in England 


The losses which reinsurers suffer on 
premium reserves in English currency, 
that correspond to liabilities in devalu- 
ated currencies, could only be avoided if 
the British ceding companies would agree 
to convert the premium reserve at the 
date of suspension of the gold standard 
at the old rate of exchange. Technically 
such a demand on the part of reinsurers 
would be justified as the premium re- 
serves in question as a rule are deposited 
with British companies and really does 
not represent anything but the prepaid 
part of the risk premium for which, from 
the date of the devaluation of the ster- 
ling, a higher liability than originally 
assumed has to be accepted. In practice 
such a conversion, however, cannot be 
reached as the British companies as a 
rule have not invested their own under- 
writing reserves of their foreign ’ busi- 
ness, let alone that of their reinsurance, 
in foreign currency, and, therefore, would 
be unable to convert the premium re- 
serve of the reinsurers at the old rate 
of exchange without a loss to themselves. 

Companies which have granted rein- 
surance facilities to British companies 
have undoubtedly recently often asked 
themselves whether claims on foreign 
business should now have to be paid in 
original currency, irrespective of the fact 
that the premiums were paid in sterling. 
In this matter the following standpoint 
should be taken: 

The reinsurer is liable to pay the 
claims in original currency if he knew 
from the advices of the reinsurances that 
the liability was in another currency than 
that in which the premium was paid. 
If he was not pleased with the currency 
in which he was paid he should have 
protested then and there. He could, at 
any rate, have himself converted the 
pound sterling into the original currency 
and if he did not do so owing to faith 
in the stability of sterling, he would 
have to suffer the consequences himself. 
This standpoint, however, is justified 
only in the case in which reinsurances 
in pound sterling have not taken place 
at a fixed rate of exchange for the con- 
version of foreign currency into sterling 
as in such a case the same rate of ex- 
change should also be applied to the 
claims settlements. 





BARTLETT AT HARRISBURG 

W. A. Bartlett of Chicago, state agent 
of the Public Fire in the Central West, 
has been appointed state agent of the 
Dubuque Fire & Marine for Pennsyl- 
vania and Maryland with headquarters 
in the Union Trust Building at Harris- 
burg. He was formerly a local agent 
and served as president of the Illinois 
Association of Insurance Agents and as 
vice-president of the Illinois Insurance 
Federation. He was also an independent 
adjuster in Illinois and Iowa. Mr. Bart- 
lett became state agent of the Rhode 
Island group in Minnesota in 1921 and 
in 1928 joined the Public Fire as state 
agent. 


48% PASS BROKERS’ EXAMS. 

Seventy out of a total of 144 candidates 
have successfully passed the examination 
for insurance brokers’ certificates of au- 
thority which was conducted in New 
York on August 14. 





NORTH AMERICA STATEMENT 





Mid-Year Figures Show Assets of $63,- 
349,196 and Surplus to Policyholders 
of $30,054,135 

Agents of the Insurance Co. of North 
America have received the company’s fi- 
nancial report of July 1, 1932. The re- 
port gives the capital of the company as 
$12,000,000; assets, $63,349,196; liabilities, 
$33,295,061, and surplus to policyholders, 
$30,054,135. Since organization the com- 
pany has paid net losses of $388,305,454. 

A notable feature of this report is that 
the valuation of assets of subsidiary com- 
panies, as well as of the parent company, 
is based upon market quotations of se- 
curities as of June 30, 1932, rather than 
upon the higher valuations sanctioned by 
the National Convention of Insurance 
Commissioners. Altogether, this report 
reflects a strong financial position and 
a conservative management in the in- 
terest of policyholders. Since the date 
of the statement, July 1, the securities 
owned by the company have enhanced in 
value, resulting in a substantial increase 
in the assets and surplus to policyhold- 
ers. 





CHURCH PROPERTY SURVEY 
Rochester Local Board Inspecting and 
Revising Insurance on Catholic 
Property in Diocese 

The Rochester (N. Y.) Underwriters’ 
Board, through its diocesan church com- 
mittee, is making an insurance survey 
of all Roman Catholic property in that 
diocese. The work will be finished in a 
few weeks. The property consists of 225 
pieces of real property valued at $25,- 
000,000 and located in twelve counties. 
It includes churches, rectories, schools, 
hospitals, convents, orphan asylums and 
seminaries. Secretary Louis Hawes of 
the Rochester Board is handling the de- 
tails and L. C. Hock is chairman of the 
diocesan committee. Other members are 
A. L. Griffith, F. J. McAnarney, Lester 
Fisher and T. A. Sharp, president of the 
board. In addition to the committee, W. 
J. White and F. K. Baker, company en- 
gineers and inspectors, are making ap- 
praisals so that the proper amount of 
fire insurance will be carried. 

Fire insurance up to 80% of value will 
be carried and in addition there will be 
compensation and general liability cover- 
age written. The function of the agents’ 
committee is to handle this insurance 
correctly and to place it in stock com- 
panies. So far many policies have had 
to be corrected, some pieces of property 
being grossly underinsured while others 
have been carrying and paying for ex- 
cess protection. Through the efforts of 
the Rochester Board the insurance will 
henceforth be serviced properly. 





N. Y. C. PREMIUMS OFF 16% 





Manhattan and Bronx Figures Show 
That Heavy Decline in Premium 
Income Still Goes On 

Fire insurance premiums for the first 
half of this year in Manhattan and the 
Bronx of New York City amounted to 
$10,835,556 or nearly 16% less than the 
$12,900,000 for the same period of 1931 
as reported by 210 companies to the New 
York Board of Fire Underwriters. The 
Home leads the field with $656,017 com- 
pared with $744,028 a year ago. Next is 
the Great American with $412,970 against 
$529,260. Third is the Continental with 
$349,548 against. $473,136 in the first half 
of 1931. Other leading companies in- 
clude the following: North River, $277,- 
178; National Liberty, $231,248; United 
States Fire, $229,936; Commercial Union, 
$226,411; Automobile, $224,497; American 
Equitable, $210,304, and Liverpool & 
London & Globe, $208,961. 

In the agency field the Central Fire 
Office is now first with $456,922 and 
Hoey & Ellison are second with $447,- 
146. Third is Hall & Henshaw with 
$335,467. Other leading agencies are: 


McDaniel, Cloud & Maeser, $309,219; 
Willard S. Brown & Co., $291,251; Wal- 
lace Reid & Co., $251,853; F. H. Ross 
Agency, $236,303; Fowler & Kavanagh, 
$222,573; W. L. Perrin & Son, $211,340, 
and Zweig, Smith & Co., $210,353. 
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Most Fires Are Now 
Kept Under Control 


SURVEY OF CITIES 


IS MADE 


Conflagrations Similar to Recent Coney 
Island Fire Possible, However, in 
Majority of Cities 
While in virtually every city in the 
United States there are blocks or sec- 
tions where sweeping fires similar to that 
which demolished a portion of Coney 
Island are possibilities, fire departments 
generally are successful nowadays in 
keeping the flames within the confines 
of the buildings where they originate, ac- 
cording to the Fidelity-Phenix. Survey- 
ing the reports of nearly fifty leading 
cities for 1931, the company found that, 
on the average, only about 2% of the 
184,220 fires that occurred, spread from 
the original structures to other buildings. 
This represents one in every fifty blazes. 
Such control may be attributed to sev- 
eral factors, says the company, includ- 
ing greater efficiency of fire department 
extinguishing methods, better extinguish- 
ing equipment and more fire-resistive 

construction. 

The highest percentage of spreading 
fires in these reports—8%—was shown 
by Houston, Tex., where there is much 
frame and other burnable construction, 
and this factor is also reflected in the 
records of other southern cities. New 
Orleans had a ratio of 6%; Louisville’s 
was 5%; St. Louis’ the same; Memphis 
showed a figure of 6.3% and Nashville 
5.7%. 

Greater New York Reported 1.4% 

Greater New York reported that 1.4% 
of its 30,994 fires communicated to build- 
ings adjoining or nearby the structures 
in which they started, San Francisco 
2.5%, Hartford .5%, Chicago 2.4%, Bos- 
ton 1.5%, Detroit 4.5%, Cincinnati 1.2% 
and Seattle 1.8%. 

Insurance engineers who pointed out 








Have you seen the complete assortment of Western 
and Southern sales literatureP It is in colors and carries 
a punch that sells. A Western and Southern magazine is 
published exclusively for our policyholders, and another 
one for our agency force. 


the dangers of the section of Coney 
Island where the conflagration broke out, 
say that every where there are what 
they call “black blocks” containing haz- 
ardous structural conditions and no fire- 
stops in the shape of brick, stone or 
concrete buildings or open spaces, the 
possibility of sweeping fires is always 
present. As in the case of Coney Island 
the only thing lacking is the originating 
spark or flame and that, it is declared, 
usually develops through someone’s care- 
lessness. It is only a question of time, 
during which the Fire Demon patiently 
awaits his opportunity. 

Following is a tabulation giving the 
comparative records of important cities 
in the East: 


No. Fires 
City in 1931 
Bridwenort, Conn. ....06::.00% 1.024 
PeeettOrG, COME. 60 ccvviccccess 1.100 
Wasmmetos, TF. Co vs cccccisn 3.536 
SS ea ee 1.865 
NE INN a5 coglnsn pinavereiecdul 2.772 
Re TE ca exe weennnx< 1.993 
POSUARE. TEE. ini cvccvvnrcses 1.179 
ere 7.130 
Springfield, Mass. ............ 1.220 
Worcester, Base. ...cccsssess 2.408 
ae ee ere 9.984 
po hs a er 1.649 
OS RR err 2.820 
OS 5, Sere 2.025 
OW NOC CHG oocccvecceceus 30.994 
ere 2.243 
I MES s cacekbavedanine's 1.927 
ig SS. Sere pre re 6.853 
tg ere 3.320 
4 eS err 2.406 
PN We cedincscicevenaes 1.716 
WERIONE, VR. oes icvkccvvcsen’s 1.465 
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No. Spread % Of 
to Other Bldgs. Total 
9 8 
6 5 
57 1.6 
28 1.5 
64 2.3 
103 5.0 
4 a 
113 1.5 
3 a 
9 ae 
451 4.5 
9 5 
13 4 
15 | 
438 14 
29 iz 
31 1.6 
11 ia 
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GLENS FALLS TO CUT CAPITAL 

The directors of the Glens Falls have 
recommended to the stockholders that 
the company’s capital be reduced from 
$5,000,000 to $2,500,000 and that $2,500,000 
be transferred to the net surplus ac- 


Century Club, and the Neophytes. 


Western and Southern policies sell because our rates 
are among the lowest in the United States and our policies 
suit every life insurance need. Our representatives are 
given individual assistance and encouragement, with 52 
weeks of steady employment every year. As the company 
desires to maintain the best paid field force on earth, it 
offers an unusual opportunity to worthy men. Agencies 
are now available in Michigan, Missouri, West Virginia, 


Illinois, Indiana, Kentucky, Ohio and Pennsylvania. 







Organizations for our repre- 
sentatives include the Western and Southern. Legion, The 


count. The stockholders will vote on this 
proposition on September 14. No change 
is contemplated in the number of out- 
standing shares, which is 500,000, but 
their par value would be reduced from 
$10 each to $5 each. 
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CHANCE 





Fire Reinsurance ‘Treaties 


Baltic Insurance Co., Ltd. 
Eagle Fire Insurance Company (New Jersey) 


18 Washington Place, Newark, N. J. 








MILLION ro ONE 


(Denmark) 





Thomas B. Donaldson 











SUBURBAN DIVISION REPORT 

The New York Insurance Department 
has issued a report on the Suburban Di- 
vision of the New York Fire Insurance 





Rating Organization. This follows the 
reports recently issued on the New York 
Fire Insurance Exchange and the Syra- 
cuse Division. The Suburban report is 
favorable aside from a few minor rec- 
ommendations for changes. There were 
fewer errors disclosed than in the ex- 
amination of 1929 and a marked improve- 
ment is shown over 1926. Since the first 
of 1929 the key rates in ten communities 
in the suburban area have been reduced 
from 3 to 30 cents and key rates have 
been established for twenty communities 
which had had none previously. 


He 








AT HOOVER CONFERENCE 

Among those who will attend the busi- 
ness conference called in Washington to- 
day by President Hoover will be four in- ) 
surance leaders. They are President 
Benjamin Rush of the Insurance Co. of 
North America of Philadelphia, Presi- 
dent F. R. Bigelow of the St. Paul Fire 
& Marine, General Manager Franklin 
W. Fort of the Eagle Fire of Newark 
and President William A. Law of the 
Penn Mutual Life of Philadelphia. 
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James A. Hays, senior member of the 
Hays & Wormuth Insurance Agency at 
Amsterdam, N. Y., occupies the honored 
position of having been connected with 
the same agency for a period of fifty 
In August, 1882, Mr. 
Hays joined the agency of Munson & 
Birch as office boy where he remained 
filling the of policy 
clerk, bookkeeper, and office 
manager, until 1893 when he became a 
member of the firm of Hays & Wor- 
muth which succeeded Munson & Birch. 

His son, Harlan B. Hays, who was 
educated at Phillips Exeter Academy and 
Amherst College is now associated with 
him as a partner and is active in the 
production department and manager of 
the liability claim department maintained 
by the agency. 

The many friends of Mr. Hays, senior, 
including officers of companies, field men 
and local agents extend felicitations on 
this semi-centennial event and wish him 
many additional years of activity in the 
vocation which he chose a half century 
ago for his life work. 


consecutive years. 


various positions 


solicitor 





JAMES A. HAYS 





BLUE GOOSE CONVENTION 

The Blue Goose has issued its program 
of arrangements for the Grand Nest 
meeting which will be held on Wednes- 
day and Thursday, September 7-8, at the 
LaSalle Hotel in Chicago. The first ses- 
sion will meet at 10 o’clock Wednesday 
and will continue until 4 o’clock in the 
afternoon, with time out for lunch. After 
adjournment the members of the Illinois 
Pond will take the delegates and guests 
on a short trip to the fair grounds of 
the Century of Progress Exposition. On 
Thursday there will be two business ses- 
sions and the convention will conclude 








URAN AND HAVE FINANCIAL SECURITY IN OLD AGE. 


with a goodfellowship dinner in the eve- 
ning. Reservations for the convention 
should be made with P. J. V. McKian, 
wielder of the Illinois Pond, whose ad- 
dress is P. O. Box 1089, 222 W. Adams 
Street, Chicago. 





Cc. S. S. MILLER IN EUROPE 


Chauncey S. S. Miller, advertising and 
publicity manager of the North British 
& Mercantile fleet, is now in Europe on 
vacation, accompanied by Mrs. Miller. 
He went over on the new American liner 
Manhattan. 














get. 


their jobs, but not so with you. 
and strength of character that come with years of service. 


Case Talks in Ohio on 
Automatic Cancellation 


PLAN IS GAINING SUPPORT 





Prominent Agent Cannot Understand 
Why Life Insurance Alone Should 
Be Run on “Pay as You Go” Basis 





James L. Case of Norwick, Conn., past- 
president of the National Association of 
Insurance Agents and chairman now of 
the Association’s special committee on 
automatic cancellation of policies for 
non-payment of premiums, again spoke 
in favor of the adoption of such a can- 
cellation clause to offset “free insurance” 
before the annual meeting of the Ohio 
Association of Insurance Agents at 
Marietta recently. Some of the new 
thoughts presented by Mr. Case on this 
subject of nation-wide interest are as 
follows: 

The insurance business, in common 
with all other lines of trade, has “felt 
the pinch,” and has had to change its 
course, accordingly. 

Decreased premium income, low secur- 
ity market values, reduced reserve and 
surplus amounts, and the ever-increasing 
“over ninety days unpaid agents’ bal- 
ances” have all contributed to a situa- 
tion that has compelled company execu- 
tives and agents alike to adopt drastic 
methods to meet such conditions. 


Of the causes I have mentioned, none 
has been more serious, or less easily 
solved, than the latter, and it would seem 
as if little could be done to correct it 
were it not for the fact that “unpaid 
ninety days’ life insurance agents’ bal- 
ances” are practically unknown, and, also, 
because in some sections of the country 
efficient collection methods are being en- 
forced by local agents, and fire, casualty 
and surety premiums are being collected 
within thirty days of the date a policy 
is issued. 

The public has known for years that 


“Consider your job in comparison with any other that you can 

Is it seasonal? Is it threatened by mergers or inventions? 
Are you in danger of being thrown out of work and being replaced 
by some automatic machine P 


“And how about old ageP Are you displaced at forty-five? 
It is tragic to read in the papers about men dyeing their hair to hold 
Your company values the judgment 


MR. LIFE INSURANCE MAN 


life insurance premiums must be paid 
promptly, but it still thinks that fire, 
casualty and surety premiums may re- 
main unpaid, indefinitely. 

A customer of mine recently told me 
that his company discounted all of its 
bills payable within ten days, but that 
he took sixty or ninety days to pay in- 
surance premiums, because he was not 
allowed a discount for cash. He admit- 
ted that the principle was wrong and 
suggested that insurance agents should 
take steps to correct it. 

It was because of such quoted remarks, 
and the fact that many of my fellow 
agents were finding themselves in seri- 
ous financial difficulties, that the auto- 
matic cancellation proposal interested me 
I decided that if prompt collections of 
premiums could be made in life insur- 
ance, an application of the same prin- 
ciple could reasonably be expected in 
other lines as well. I ask these ques- 
tions: 


Life and Fire Insurance Practices 

1. Does life insurance have a collec- 
tion monopoly over all other branches 
of insurance? 

2. Will not an assured pay his fire, 
casualty and surety premiums just 
promptly as he pays his life insurance 
premiums, if he is compelled to do so? 

3. If he will not, should not we, as 
local agents, compel him to do so, or 
automatically cancel his policies? 

You are quite familiar with the fact 
that a special committee was appointed 
by President Goodwin, with instructions 
to study the proposal and report back 
to the midyear meeting of 1932, with rec- 
ommendations, and that it did so in 
Cleveland in March. 

A permanent committee was then cre- 
ated for further study of the subject, 
and particularly requested to arrange for 
conferences with similar committees to 
be appointed by state agents’ associa- 
tions, company organizations and bu- 
reaus, and, also, with officials of the in- 
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(Continued on Page 26) 














“Of two agents, one of whom quits to try something else and 


the other who makes up his mind to stay, the man who stays will be 
better off in ten or twenty years from now, because no business 
offers a man a better financial return for the effort expended, and 
no company offers a better future than the Western and Southern.”— 


CHarLEs F, WiLuiaMs, President. m 


THE 
WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY 


Cincinnati 
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Overvaluation As 
Factor Voiding Risk 


IT MUST BE | INTENTIONAL 


Court Also Pecene on Question of When 
Merchandise Is “Burned Out 
of Sight” 





In a suit in equity in the Federal Dis- 

trict Court for northern California, 
Richard C. Hyland, a dealer in burlap 
in San Francisco, sought to ascertain and 
apportion the liability of seven insurance 
companies upon a fire loss on the stock 
of burlaps, etc., in his factory. The de- 
fendants were the Millers’ National, Na- 
tional Liberty, Dubuque Fire & Marine, 
National Reserve, Merchants’ Fire, Fire- 
men’s of Newark and the Western of 
America. The policies totaled $185,000. 
Five, totaling $50,000, were combination 
specific and excess insurance; one was 
for $50,000, to attach when values were 
in excess of $50,000. Cover notes by the 
National Liberty for $85,000 called for 
standard policies, but that company 
asked for their reformation into excess 
policies to attach when values exceeded 
$100,000. The defenses were fraud and 
false swearing as to insured’s knowledge 
and belief as to the origin of the fire 
and in his proofs of loss and claims of 
loss in his pleadings; and that an ap- 
praisement was not had as provided by 
the policy. 
The evidence showed that this was a 
set” fire. The fire was of short dura- 
tion. Investigation showed it had been 
set in four places, that the incendiarist 
was apparently an amateur and had used 
drums of kerosene in an ineffective man- 
ner, leaving the caps on the drums and 
failing to open the windows to feed the 
fire. The court found the value of the 
stocks to be about $88,000, much below 
the amount for which it was insured. 

It was not claimed that the plaintiff 
set the fire or had guilty knowledge of 
the incendiarism. The policies required 
the insured to state in the proof of loss 
his knowledge and belief as to the origin 
of the fire. The plaintiff stated therein 
that the origin of the fire was unknown 
to him. Since the evidence of the in- 
cendiarism was equally well known to 
both plaintiff and defendants, and plain- 
tiff knew that, there was no deception 
accomplished and perhaps none intended, 
It was held that this defense alone would 
not justify a denial of recovery to the 
plaintiff. 


Claim Held to Be Padded 

The chief defense, however, was that 
the plaintiff was guilty of fraud and false 
swearing in making his claim as to the 
extent of his loss, and also in false 
swearing during the trial. Fraud and 
false swearing was alleged in making 
proof of loss of $73,601; in claiming loss 
of $76,498 in the original complaint in 
the action and $106,992 in the amended 
complaint. 

\n overvaluation resulting from a mere 
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TO ALL AGENTS:— 


The Fire Association-Victory-Reli- 
ance Group of Companies extends a 
cordial invitation to visit them during 
the 37th Annual Convention of the 
National Association of Insurance 
Agents, to be held in Philadelphia 
September 20th to September 23rd. 


©. E. Lane 
President 


HOME OFFICE 
Fourth and Walnut Streets 
Telephone—Lombard 3727 





mistake or error of judgment would not 
defeat recovery. The evidence in this 
case showed that the overvaluation re- 
sulted from no such inadvertence but 
from an intentionally fraudulent attempt 
to get an excessive award from the in- 
surance companies. The values in the 
original proof of loss were padded; they 
were padded in the pleadings and the 
attempted proof at the trial. When such 
an overvaluation is incorporated in a 
proof of loss or other sworn statement 
designed to induce its payment, it will 
defeat recovery on the policy. There is 
some conflict in the authorities as to 
whether false swearing at the trial is 
ground for avoiding the policy. 

Even if defendant did not know of the 
overvaluation, as he contended, and 
merely signed the proof of loss prepared 
by his bookkeeper and accountants when 
presented to him, it was held that, under 
the circumstances of this case, the knowl- 


edge of his agents would be imputed to 
him. 


Insured’s Intention Implied 


The insured’s intention to deceive was 
necessarily implied by his knowing and 
wilful false statement as to value. Plain- 
tiff contended that large quantities of 
goods were burned out of sight. The 
court found from the evidence that the 
amount of stock burned out of sight was 
small. Very little ash was left in the 
burned sections of the building. The 
amount of damage as evidenced by the 
materials remaining after the fire was so 
far below even the lowest claim of loss 
that, unless large quantities were burned 
out of sight, plaintiff’s claims were so 
excessive as to be false and fraudulent. 

Stock burned out of sight the court 
defined as merchandise which has been 
burned to an ash or into such small 
particles that it might be washed away 


“For Your Careful Thought - 





Men are judged by their Associates. 
Likewise—Agents, these days, are judged by the Companies 


offered to their clients. 


The HANOVER & FULTON will prove satisfactory to your assured. 


by streams of water or swept into the 
debris. Merchandise is not burned out 
of sight when it may be identified as 
to quality and approximate previous 
quantity. 

The court held that there was a de 
liberate deception as to price, the plain- 
tiff claiming the retail price of the bur- 
lap. He could recover, if anything, 
merely the replacement cost as at the 
time of the fire to a large purchaser as 
he was. 

Compliance with the arbitration clause 
in these policies was a condition prece- 
dent to a suit on the policies, and the 
evidence showed that the insured was re- 
sponsible for failure to settle the loss 
by arbitration. The course of the in- 
sured’s appraiser’s dealing with the in- 
surance companies’ appraiser was held 
to be designed to defeat an appraise- 
ment of the loss according to the terms 
of the policies. 

A loss of this type, the court said, 
should be settled by arbitration. The 
trial of this case lasted about three 
months, at great expense to both parties. 

Decree was entered for the defend- 
ants, with costs. 





N. Y. BOARD ASSESSMENTS CUT 


The assessment on members of the 
New York Board of Fire Underwriters 
for support of the fire patrol for the 
six months beginning July 1 will be $1.85 
per $100 of premium income instead of 
the $1.90 rate which was in effect the last 
half of 1931. The board has also voted 
an assessment of $1 per $100 for general 
expenses, which is a reduction of forty 
cents from the assessment for this pur- 
pose from the same period last year. 
These reductions have been made pos- 
sible through the careful management 
exercised under the supervision of Exec- 
utive Vice-President Daniel F. Gordon. 





HONOR LATE JOS. M. BYRNE 


The late Joseph M. Byrne, who organ- 
ized the well-known agency of Jos. M. 
Byrne & Co. of Newark, was honored 
recently when the Crestmont Golf Club 
erected a bronze tablet mounted on a 
huge boulder in honor of Mr. Byrne who 
was the club’s first president when it 
was organized a decade ago. The me- 
morial will be surrounded by four Nor- 
way maple trees, dedicated to the four 
presidents who succeeded Mr. Byrne. 





S. C. RITCHIE WITH WICKHAM 


Samuel C. Ritchie has joined the un- 
derwriting and inspection staff of the 
New York branch office of the American 
of Newark which is under the manage- 
ment of Charles E. Wickham. Mr. Ritchie 
started his career with the Phoenix of 
London and four years later joined the 
Home of New York in its local depart- 
ment. There he served for many years. 
He resigned in 1930 to become assistant 
secretary in charge of the city depart- 
ment of the Importers & Exporters, a 
post which he left a short while ago. 





$4,000,000 CAPITAL JAN. 1, 1932 


$7,816,196 POLICYHOLDERS’ SURPLUS 


$18,824,484 ASSETS LOSSES 





PAID SINCE ORGANIZATION $75,358,933 


The HANOVER FIRE INSURANCE COMPANY of New York Charles W. Higley, Pres. 
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Their Verdict can mean ruin! 
Sell your clients adequate 
Liability Insurance. 


<The AMERICA FORE GROUP of Insurance Companies 
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ERNEST STURM, Chaiinan of the Board 
WADE FETZER. Vice Chairman 
BERNARD M.CULVER President 


- YORK CHICAGO SAN FRANCISCO — ATLANTA DALLAS MONTREAL 





Page 22 





August 26, 1932 








Plan Group Sessions 
For Agents’ Meeting 


SIX CHAIRMEN ARE NAMED 


General Counsel John J. Cornwell of 
Baltimore & Ohio R. R. to Be 
Speaker at Banquet 


John J. Cornwell, general counsel of 
the Baltimore & Ohio Railroad, national 
president of the United States Civil Le- 
gion and former governor of West 
Virginia, will be the principal speaker 
on Tuesday evening, September 20, at 
the banquet in the Benjamin Franklin 
Hotel which will officially open the an- 
nual convention of the National Associa- 
tion of Insurance Agents. He will discuss 
\merican railroads and their future. 

\s Governor of West Virginia from 
1917-1921, he drafted and secured the 
adoption of the first “work or fight” law 
enacted in this country as well as the 
West Virginia budget amendment to the 
state constitution. During his administra- 
tion he effected a settlement of the Vir- 
ginia debt controversy; created a State 
police force, and administered the select- 
tive service law during the world war. 

In addition to being general counsel 
and a director of the Baltimore & Ohio 
Railroad, Mr. Cornwell is also president 
of the Bank of Romney, Romney, W. Va. 
and, since 1890 has been owner, in whole 
or in part, of the Hampshire (W. Va.) 
Review, much of the time being also its 
editor. He financed and built the Hamp- 
shire Southern Railroad (40 miles long), 
now known as the Romney-Petersburg 
branch of the Baltimore & Ohio System. 

Plans for the group luncheon confer- 
ences on Wednesday afternoon, and for 
the breakfast conferences on local board 
organization and management scheduled 
for Thursday morning, have now been 
perfected. 

To Preside at Group Meetings 

Joseph Barr, Oil City, Pa., will pre- 
side over the first division of the group 
luncheons for agents producing up to 
$100,000 in premiums. The second divi- 
sion, including agents whose production 
aggregates from $100,000 to $200,000, will 
be conducted by Fred J. Lewis, Mil- 
waukee. The third division, composed 
of agents whose production is in excess 
of $300,000, will be conducted by Allan 
I. Wolff, Chicago, a member of the Na- 
tional Association’s executive committee. 

W. I. Edwards of Nashville will take 
charge of the group breakfast confer- 
ence made up of agents from cities of 
50,000 or less population. The second 
breakfast group, composed of agents re- 
siding in cities with population between 
50,000 and 250,000, will be conducted by 
Frank T. Priest of Wichita, Kan., chair- 
man of the national association’s special 
local board committee. The third group 
of agents from cities above 250,000 in 
population will be under leadership of 
. O. Ransom of Cleveland. 

The breakfasts are to be opened at 8 
o'clock, discussions to start at 8:30, last- 
ing one hour. Mr. Ransom is planning 
to divide his hour into three twenty- 
minute periods devoted to the following 
topics: 

Three Topics for Discussion 

(1) “In and Out” rules; members can- 
not represent companies which non- 
members; (2) Sole or limited agency rep- 
resentation and its obligations, and (3) 
Control of non-policy writing agency ap- 
pointments. 

An added innovation comes with an- 
nouncement that the insurance branch of 
the Special Libraries Association will 
hold an exhibit in connection with the 
convention. It will be held in the In- 
dependence Room of the Benjamin 
Franklin Hotel, convention headquarters, 
and will be conducted by Laura A. 
Woodward, librarian of the Maryland 
Casualty Co., who is chairman of the in- 
surance branch of the Libraries Associa- 
tion. Miss Woodward will be assisted 
by librarians of the Insurance Society of 
Philadelphia and of the Philadelphia 
Contributionship. 

This will be the first display of its kind 
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SUBSTANTIAL 
past performance 
progressive management 
and demonstrated 
service are factors 
which commend the 
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to successful agents 





NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
HART DARLINGTON, President 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


HART DARLINGTON, Chairman of the Board 
H. L. CALLANAN, President and General Manager 


In NORWICH UNION there is strength 
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Wm. J. Dutton Dies; 
Veteran Coast Leader 


FORMER FIREMAN’S FUND HEAD 


Had Retired as President in 1914; Was 
in Charge at Time of Earthquake; 
Active in Marine and Fire Fields 








William J. Dutton, former president of 
the Fireman’s Fund of San Francisco 
and one of the pioneer fire insurance 
men on the West Coast, died Tuesday 
in San Francisco at the age of 85 years 
He had been retired from active duty 
since 1914 but had remained for years 
in close contact with the company’s af- 
fairs. He was a director of the com- 
pany and also of the Home Fire & Ma- 
rine at the time of his death. In addi- 
tion to his wide business interests Mr. 
Dutton was long a leader in San Fran- 
cisco civic affairs. 

Mr. Dutton was born at Bangor, Me., 
in 1847 and at the age of eight years 
went to San Francisco, joining his father 
who had gone to the coast in 1849, Wil- 
liam J. entered the employ of the Fire- 
man’s Fund as a marine clerk in 1867 
and in a few years became assistant sec- 
retary in charge of the marine business. 
In 1881 he became secretary and five 
years later was made second vice-presi- 
dent. Mr, Dutton became vice-president 
in 1890 and upon the retirement of Pres- 
ident D. J. Staples in 1900 he was ele- 
vated to the presidency, a post which he 
kept until 1914 when he was retired in 
accordance with the retirement plan of 
the Fireman’s Fund. While Mr. Dutton 
was president the disastrous San Fran- 
cisco earthquake and fire occurred and 
he demonstrated fine executive ability 
and business courage and leadership in 
bringing the company back to a position 
of high rank in the fire field. 

Always active in civic affairs Mr. Dut- 
ton was chairman of the voting trust of 
stockholders of the Panama Pacific Ex- 
position and chairman of the World’s In- 
surance Congress. He served the Board 
of Marine Underwriters as_ president 
from_ 1888 to 1909 and was president of 
the Board of Fire Underwriters in 1885. 
He also served that organization as vice- 
president from 1886 to 1898. Mrs. Dut- 
ton, whom he married in 1868, died four 
years ago. Mr. Dutton is survived by 
two sons and two daughters. 





ever undertaken at a National Associa- 
tion convention. There will be on exhi- 
bition the leading publications on all 
branches of insurance. The exhibit has 
the support of the publishers of insur- 
ance books, as well as the leading trade 
journals, The librarians in charge will 
be equipped to furnish information to 
the delegates to the convention and to 
answer questions dealing with insurance 
problems which will be made the subject 
of special study and research. Delega' tes 
are invited to submit queries in writing 
which will be assigned to the insuram 
librarian located in the city nearest te 
delegate’s home, providing the many re!- 
erence books exhibited do not contain 
the answer. 

Of particular interest will be an ¢s- 
pecially prepared library for the insur- 
ance agent. It will contain the most 'm- 
portant reference and educational b oks 
dealing with special branches of it 
ance. 


NEW ADJUSTMENT OFFICE IN VA. 

B. K. Clapp, general manager at At- 
lanta for the southeastern department 0! 
the Fire Companies’ Adjustment se 
reau, announces that to improve Jur 
ther service in the northern part of Vir- 


o 





ginia a sub-office has beer opened Pe 
Harrisonburg with Adjuster C. T. Sout < 
a 


well in charge. His headquarters are 
207 National Bank of Harrisonburg 
Building. This territory is under ithe 
general supervision of F. G. Tucker, 
manager at Roanoke, Va. 
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LOYALTY GROUP 


JANUARY 1, 1932 STATEMENTS 


NEAL BASSETT, President 
JOHN R. COONEY, Vice Pres, ARCHIBALD KEMP, Vice Pres, .- HERBERT A. Lane. Vice Pres. fi. R. M. SMITH, Vice Pres, 
W. E. WOLLAEGER, Vice Pres. HERMAN AMBOS, pg tg E. G. POTTER, 2d V.- W. W. POTTER, 2d Vice Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY une: x0 
CAPITAL LICYHOLDERS 
$18,795,380.00 ORGANIZED 1855 $32,306,202.99 


NEAL BASSET , Chairman of Board 
HENRY M. GRATZ, President 
































JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vie Pres. 
W. E. WOLLAEGER, Vice Pres. HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 24 V.-Pres. 

THE GIRARD FIRE AND MARINE INSURANCE COMPANY 
$ 1,000,000.00 ORGANIZED 1853 $ 2,034,545.17 
NEAL BASSETT, President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vice Pres. 
W. E. WOLLAEGER, Vice Pres. HERMAN AMBOS, Vice-Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres, T. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres. 

THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 
$ 600,000.00 ORGANIZED 1854 $ 1,226,248.02 

NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. HERBERT A. CLARK, Vice-Pres, H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres. RMAN AMBOS, Vice Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2dV.-Pres. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
NATIONAL-BEN FRANKLIN F IRE INSURANCE CO. OF PITTSBURGH, PA. 
$ 1,000,000.00 ORGANIZED 1866 $ 1,563,520.84 
NEAL BASSETT, President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice-Pres, HERBERT A. CLARK, Vice-Pres, H. R. M. SMITH, Vice-Pres. 
W. E. WOLLAEGER, Vice-Pres, HERMAN AMBOS, Vice-Pres. E.G. POTTER, 2d V. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres. 
SUPERIOR FIRE INSURANCE COMPANY 
$ 1,000,000.00 ORGANIZED 1871 $ 1,603,338.23 
NEAL BASSETT, Chairman of Board 
W.E. WOLLAEGER, President JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice Pres, HERBERT A. CLARK, Vice Pres, 
H. R. M. SMITH, Vice Pres. HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 
$ 1,000,000.00 ORGANIZED 1870 $ 1,751,660.54 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A, CLARK, Vice Pres H. R. M. SMITH, Vice Pres, 
W. E. WOLLAEGER, Vice-Pre-, HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.- W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres, T. LEE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres. 
THE CAPITAL FIRE INSURANCE COMPANY 
$ 300,000.00 ORGANIZED 1886 $ 511,958.09 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 
$ 100,000.00 ORGANIZED 1905 $ 137,264.60 
NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. }TRBERT A. CLARK, Vice Pres, H. R. M. SMITH, Vice Pres, 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.- W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2 "V.-Pres. E TRIMBLE, 2d V.-Pres. OLIN BROOKS, 24 V.-Pres, 
MILWAUKEE MECHANICS’ INSURANCE COMPANY 
$ 2,000,000.00 ORGANIZED 1852 $ 4,967,756.04 





NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, Vice Chairman 
H. S. LANDERS, President J. C. HEYER. Vice President WINANT VAN WINKLE, Vice President JOHN R. COONEY, Vice President 
E. G. POTTER, 2d Vice Pres. E. R. HUNT, 3rd Vice Pres’t S. K. McCLURE, 3d Vice Pres. T. A. SMITH, Jr., 3rd Vice Pres, F. J. ROAN, 3rd Vice Pres. 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 








$ 1,000,000.00 ORGANIZED 1874 $ 2,009,866.67 
NEAL BASSETT, Chairman of Board 
. Ss. i INKLE, Vice President J. C. HEYER, Vice Presid JOHN R. COONEY, Vice-President 
’ E G. POTTER, 2d Vise Rus NS SMITH, Nod Vice e. “FRANK J. ROAN, 3rd Vice Pres. E. RH UNT, Sed VicePres. $.K. McCLURE,3rd ai 
COMMERCIAL CASUALTY INSURANCE COMPANY 
$ 1,000,000.00 ORGANIZED 1909 $ 1,814,648.30 
WESTERN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, Chicago, Illinois — —_ ee. x 
HERBERT A. CLARK, Vice President San Francisco, ae 
H. R. M. SMITH. Vice President EASTERN DEPARTMENT W.W. & E.G. POTTER, 2nd Vice Presidents 
JAMES SMITH, Secretary 10 Park Place PF. E. ag ae President 
FRED . SULLIV ,» Decretary 
pow NEWARK, NEW JERSEY | sOUTH-WESTERN DEPARTMENT 
CANADIAN DEPARTMENT 912 Commerce St., Dallas, Texas 
461-467 Bay St., Toronto, Canada a OLIN BRO°KS, 2d Vice President 
MASSIE & RENWICK, Ltd.. Managers BEN LEE BOYNTON. | Res. Vico President 
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_ TALES of the ROAD 


By E. H. HORNBOSTEL, 
hey New York State Agent, Firemen’s of N. J. 








There was a time a few years ago 
when some “high powered” executives, 
who sometimes took themselves more 
seriously than they could get others to 
take them (and I am not referring to 
fire insurance executives), fell for the 
fad of decorating their desks with signs 
reading generally “Be Brief,” “Don’t 
Park Here,” This Is My Busy Day,” 
“This Means You,” or similar smart 
Aleck slogans, or hid themselves behind 
an army of underlings to guard their 
privacy. 

During my travels I heard the story 
told that one day a modest looking man 
walked into a big shipping plant and 
asked to see the “Boss.” A nifty under- 
secretary scrutinized his clothing in a 
disconcerting way, looked at his card 
with his manicured fingers and did not 
bestir himself overmuch. The meek in- 
dividual, however, proved to be a very 
wealthy man, though he did not look it 
and finally told the young man to tell 
the “Boss” when he got ready to do so 
that he was taking his $200,000 order 
across the street to the boss’ competitor 
and to laugh that off at his leisure. 

The “Boss” happened to hear the re- 
mark, as the meek individual spoke to 
the underling in loud tones, adding some 
expressive swear-words about all going 
to hell, and raced after him and tried 
to mollify him but he lost the order nev- 
ertheless. And the underling lost his 
job. This is a true story. 

As opposite to this idea of cloistering 
oneself behind a lot of watchdogs, it 
impressed me greatly that Oliver Cabana 
of Buffalo, president of the Liberty Bank 
there at Buffalo, a multi-millionaire and 
leader of the Erie County Democracy, 
has his desk in the open directly at the 
main entrance of his powerful bank and 
can be approached by anyone. I en- 
tered the bank one day with my friend 
Ed Wilhelm, now deceased, agent of the 
National Liberty and one of the Loyalty 
group, and though I had seen him in- 
frequently the banker rose and greeted 
me personally, calling me by name. It 
is by these methods that he became the 
successful business man he is, and not 
by the peppy methods of putting up 
signs like “This Is My Busy Day,” “This 
Means You,” etc., etc. 

The bigger a man is, the more ap- 
proachable he is. Moreover, a good way 
not to get business is to make approach 
to the “sanctum” difficult. In trying to 
ward off pests by a system, one often 
disgusts people that bring business, 
though they may not be fashion plates 
or measure up to the standards of the 
store-clothes men that are put at the 
great man’s portals. 

The story is told of a great life in- 
surance executive who, while he lectured 
his agents about overcoming the difficul- 
ties of getting an interview with busi- 
ness men in their private offices, shut 


himself off to his own men and made it 
difficult to get an interview with him. 

The root of the whole matter is that 
a big man does not have to build up an 
atmosphere of “greatness” by unap- 
proachability and mechanics, while the 
small man thinks he has to put on a 
mantle of exclusiveness to impress peo- 
ple, because he is not sure of himself. 
A small man I knew had the habit of 
inviting his employes into his office and 
placing the employe’s chair so that the 
glaring sun or window light fell on their 
faces, so he could watch their faces while 
he himself sat in the dark, thus imitat- 
ing roughneck, third-degree police meth- 
ods, seen in the movies, where they turn 
a glaring electric light on a criminal’s 
face while his inquisitors sit in the dark. 

The men who knew this trick of his, 
and almost all were on to him, counter- 
acted this by either turning the chair 
around on the plea that the glare hurt 
their eyes, which was true, or they cov- 
ered their eyes and face with their hands. 
Another stunt he performed was to look 
at a man’s shoes and tell him he was 
not a hustler because there were no 
near-holes in the soles. He actually said 
this to a man, whom he desired very 
much to employ, after this man, dis- 
gusted with his “mechanics,” told him 
he would not work for him at any price. 
After demoralizing a fine plant and a 
fine personnel which took many years to 
build up he quit business. He even hired 
detectives to spy on employes who out- 
side of office hours associated with 
friends that had been ousted. It is hard 
to believe that he was not mentally un- 
balanced, and on that score, we must be 
charitable perhaps. 

I knew an Albany insurance official, 
long since departed, who had a chair 
near his desk for agents to sit in when 
they called on him, but it was attached 
to the floor so that the “lowly” agent 
could not move up too closely to “His 
Nibs.” One day an agent who knew or 
had heard of this chair and who was 
somewhat of an athlete in his day made 
a point of seeing him and when invited 
to sit down wrenched up the chair and 
part of the floor with it from its location 
and drew closer to the said insurance 
man, who did not utter a peep. His whole 
office force were snickering at him se- 
cretly and the story went the rounds of 
all downtown. He was furious when he 
was quite generally twitted about it by 
friends who did not have to keep their 
mouths shut, as his employes and some 
agents had to do. 

ca * * 
Anecdotes About Agents 

Old-time Agent Gill at Poughkeepsie, 
N. Y., much annoyed by being called up 
at midnight by a farmer assured whose 
cow had been struck by lightning, asked 
the claimant why he called him up so 
late and could not wait until morning. 
“Surely,” Mr. Gill said, “the cow is no 
deader now than it will be in the morn- 


ing.” Mr. Gill and William Quaid of 
the Southern Fire and a very fine gen- 


tleman, are old friends. The former was . 


born in Poughkeepsie and the latter in 
Newburgh. When they meet they razz 


each other about their respective towns. - 


Said Harvey Gill, after being razzed by 
Mr. Quaid about the sleepiness of Pough- 
keepsie: “Why, Bill, they tell me that a 
man recently fell dead in the revolving 
doors of the Newburgh post office on a 
Sunday and nobody discovered him until 
Tuesday, showing how busy your town 
is.” Said Mr. Quaid: “A man drove into 
a Poughkeepsie garage drunk, and when 
told by the garage owner that that was 
no way to ‘see’ Poughkeepsie, the man 
said he thought it was the best way, 
for then everything looked rosier and 
better.” Or it may be the other way 
around, I don’t just remember, as Har- 
vey tells me a lot of funny stories. Mr. 
Gill tells me that when he was a kid, one 
of four sons, their chief delight was a 
trip on the Hudson in the old “Mary 
Powell,” a Hudson River steamboat well 
known by my generation and the pre- 
ceding one, but now long superseded and 
dismantled. He says that his father in- 
vested a small fortune in buying one or 
two new hats after each trip, as, accord- 
ing to Harvey, no trip really was voted 
a success by the youngsters unless a 
hat or two had been lost by them in .the 


Hudson. 
* * * 


Various Kinds of Memories 


I am often asked how I can remember 
all the experiences I relate. I don’t know 
except that I have a retentive memory. 
My wife says my memory is too darned 
good for, as she says, I remember things 
she wants me to forget and I forget 
things that she wants me to remember. 
Some people have what you might call 
a convenient memory; that is, they don’t 
remember things they don’t want to. 
Then again there are people who remem- 
ber things that never happened, if it 
suits their convenience. It takes all kinds 
of people to make a world. I have a 


relative who forgets regularly to fill his 
gasoline tank and when he invites me 
out to a ride in the evening we regularly 
get marooned. His wife, my cousin, al- 
ways takes a large bottle filled with gaso- 
line with her. 





Assets of Depression 


One of the benefits of this “depression” 
is that people generally will have to put 
more effort and brains into their work 
and it will curb the crass slipshodness 
that was creeping in through easy time, 
clock-watching, early golf-playing, etc. 
This affects the bosses as well as the 
underling, be it understood. 

¢ & & 


Bureaucracy Gaining 

Bureaucracy has certainly gone wild 
when some fool clerk in the employ of 
a life insurance company urged me some 
time ago to change my name as he 
thought it should be spelled (and so had 
it on his records) “to conform to the 
records of the company.” The fact that 
a name is a name had nothing to do 
with the matter in his bureaucratic and 
record-worshiping mind—the most im- 
portant thing to him was that if my 
name did not agree with his records, all 
the worse for my name. This cock-eyed 
way of looking at things is gradually 
growing in all of our great aggregations 
and is one of the causes of their be- 
coming top-heavy. 





AGENTS’ LICENSE REVOKED 

Superintendent of Insurance George S. 
Van Schaick has revoked the licenses of 
George T. Clarke, 189 Montague Street, 
Brooklyn, N. Y. Clarke, who was li- 
censed as an agent of a life, two cas- 
ualty and two fire insurance companies, 
was charged with failure to account for 
premiums collected. 
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INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
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ROYAL EXCHANGE ASSURANCE (1720) 
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HE County Fair provides an 
excellent chance for effec- 
tive advertising. QThe Adver- 
tising Department of “The 
Home of New York” offers 
to its agents suggestions and 
material for such occasions. 















E WELL, ITS ALL FINISHED - 
| ME FOR HOME AND BED. 
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Wide Survey Being 
Made of Agency Field 


MANY FACTS ARE GATHERED 
London Deeenee anil Manhattan F. & 
M. Have Sent Questionnaires to 
Over 3,000 Agents 


More than a thousand agents are con- 
ributing their opinions and experience 

a huge market survey now being 
made. Questionnaires dealing with vari- 
ous aspects of local agency management 
were sent to more than 3,000 agents in 
all parts of the country early last month. 
In order that agents would not be biased 
in their answers the survey was con- 
ducted under the individual name of 
Jarvis Woolverton Mason, who is adver- 
tising counsel to the London Assurance 
and Manhattan Fire & Marine, rather 
than under a company name. The agents 
were not, of course, required to sign the 
returned questionnaires. 

The survey will reveal what kinds of 
competition are really serious in the va- 
rious parts of the country. It will tell, 
also, where most agents prefer to write 
direct and where through general agents. 
One question deals with the allied fire 
lines and the answers will tell which of 
these lines have the greatest sales possi- 
bilities in the different states. 

Premium Financing 


One division of the survey will devel- 
op the facts about the instalment pay- 
ment of premiums. Unquestionably many 
agents find it necessary to use some 
means of assisting their clients in pay- 
ing premiums. In answering the ques- 
tionnaire more than a thousand agents 
have told what their practices are in 
dealing with this problem; whether pay- 
ments should be monthly, quarterly or 
semi-annually and whether finance com- 
panies are generally used, or ordinary 
notes, or special notes designed to keep 
payments ahead of the short rate premi- 
um with the policy cancellable in event 

f non-payment 

\ great deal of discussion is being de- 

ted to the question of whether or not 
the fire companies should discontinue 
special policy forms and use only the 
straight fire, windstorm and combined 
fire and windstorm policies, attaching the 
necessary forms. It seems to these com- 
panies that only agents are qualified to 
answer this question since they know 
what the effect of this change would 
be upon field conditions and assureds. 

In the past year the London Assur- 
ance and the Manhattan F. & M. have 
published five booklets on local agency 
practices. These are: “The Insurance 
Survey, A Selling Tool,” “Credit and Col- 
lections,” “Proper Records,” “Prospect 
and Mailing Lists” and the recently re- 
leased “Fire Prevention and the Insur- 
ance Agent.” In order to ascertain what 
subjects interest the largest number of 
igents one question in this market sur- 
vey lists nineteen subjects for such book- 
lets and asks agents to check those that 
nterest them 


Agency Advertising 


Faced with a dozen different forms of 
advertising it is a serious problem for 
agents to decide which will produce the 
best results. Through this survey more 
than a thousand agents in every part of 
the country have contributed their expe- 
rience in answering this moot question. 

[hese two companies have always, of 
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course, done their part in advancing the 
fire prevention movement. But recent 
study of the subject has convinced them 
that in addition to its humanitarian and 
economic aspects, fire prevention has a 
dollar-and-cents value to local agents. 
Agents who have been active in this 
work know that it can be most effective- 
ly carried on by fire prevention commit- 
tees of local chambers of commerce. One 
question in the survey elicits informa- 
tion about local fire prevention commit- 
tees and the extent to which these thou- 
sand agents in eight or nine hundred 
cities and towns co-operate in the move- 
ment. 

One of the most interesting aspects 
of this agency survey is the fact that 
it will be possible to classify all the an- 
swers according to the size of the agen- 
cies. Not only will it tell what kinds 
of advertising are most effective in the 
New England states or the southeastern 
states, for instance, but it will tell which 
kinds are found best by one- and two- 
man agencies, three-, four- and five-man 
agencies and so on. 

When the results have been completely 
tabulated the companies will equip their 
special agents with tabulations and charts 
based upon the facts developed in the 
survey. Obviously this quite complete 
and unbiased study of local agency prac- 
tices will be of inestimable value to 
agents. 


JAMES GROVER DIES 


Well-Known New England Fieldman of 
New York Underwriters Passes 
Away at Age 64 


James Grover, special agent in Spring- 
field, Mass., for the New York Under- 
writers Insurance Co., with the territory 
embracing western Massachusetts and 
Connecticut, died suddenly Monday 
afternoon at Ashburnham, Mass., where 
he and Mrs. Grover were spending their 
vacation. He was 64 years of age and 
had been with the New York Under- 
writers for twenty-two years as a field- 
man. Funeral services were held 
Wednesday afternoon. Mr. Grover is 
survived by his widow and four daugh- 
ters. 

Born at Toms River, N. J., Mr. Grover 
entered insurance in Philadelphia and 
was associated there with several com- 
panies. Later he joined the New York 
Underwriters and became prominent 
among fieldmen in New England. He 
was an active member of the New Eng- 
land Insurance Exchange. 


D. W. Crane Is Dead 
| 1). W. Crane, secretary, vice-presi- | 
dent and director of the Ohio Farm- 
ers, died suddenly Monday from a 
| heart attack at Marion, O. He was 
46 years old and had been with the 
company for ten years. Mr. Crane 
was the company’s underwriting head 
and was active in the Western Bu- 
reau, having been vice-president, and 
in the National Board. Funeral serv- 
ices were held yesterday at Le Roy, O. 





Cancellations 


(Continued from Page 19) 


insurance commissioners’ convention. 

A permanent place has been assigned 
for a general discussion at the coming 
convention, to be held in Philadelphia, 
in September, and it is confidently ex- 
pected that rapid progress will be made 
thereafter in determining just what the 
general sentiment concerning the subject 
is. 

The committee has recommended the 
following clause, but does not insist that 
it must necessarily be adopted in its 
present wording, or form. It does, how- 
ever, believe that it is the best of any 
suggestions that have been made up to 
the present time. 


Clause Which Is Recommended 


“The premium herein must be paid 
in cash to the agent issuing the pol- 
icy, or, to an authorized representa- 
tive of the company on or before the 
fifteenth day of the month succeed- 
ing the month in which the policy 
became effective. Unless so paid at 
that time, the policy shall be null and 
void from such date.” 

The proposed clause was actually in 
force and effect, in Texas, a few 
years ago, and a similar clause is now 
being used by the Baton Rouge local 
board in Louisiana. 

Our committee is charged with the re- 
sponsibility of arranging for confer- 
ences with committees of the Eastern 
Underwriters Association, the Southeast- 
ern Underwriters Association, the West- 
ern Underwriters Association, the Fire 
Underwriters Association of the Pacific, 
the National Bureau of Casualty & Sure- 
ty Underwriters, the National Board of 
Fire Underwriters, the Surety Associa- 
tion of America, the National Associa- 
tion of Casualty & Surety Executives, 
the National Association of Casualty & 





the Insurance Executives Association, 
Surety Agents, the American Associa- 
tion of Insurance General Agents, and 
the National Convention of Insuranc< 
Commissioners. 

In the last analysis, however, each 
state must decide for itself what plan 
shall operate within its borders, and in 
some states it may require legislative 
action to make it effective. 

In other states, the clause may be in- 
corporated in the policy contracts, or pol- 
icy forms, without such formalities. 

I am told that casualty policies in all 
states may be so amended without re- 
course to legislative action. Whatever 
the proper method of securing its adop- 
tion may be, I believe that ways and 
means to make the proposal effective 
will be found within a reasonable time, 
for I am more than ever confident that 
the benefits to be derived therefrom will 
be recognized by both agents and com- 
panies alike, and the public as well. 

Opposition to the plan has so far been 
limited, but the objections that have been 
raised have been sincere. 





Insurance Stocks 


(Continued from Page 1) 

90—33; Great American, 15—6; Han 
over, 25—13; Hartford Fire, 40—18; Na- 
tional of Hartford, 36—17; Home, 19—7; 
American Surety, 18—5%4; National 
Surety, 144—4%; Providence-Washing- 
ton, 19—7; United States Fire, 16 
714; Westchester, 13-4; St. Paul, 105 
70; Phoenix, 47—21; Hartford Steam 
Boiler, 45—26%. 

The above quotations were selected at 
random from the long list of insurance 
stock prices quoted daily in the news- 
papers and do not include the stocks of 
many other insurance companies which 
have registered comparable gains. The 
majority of insurance stocks have now 
registered 100% advances over the lows 
for the depression. While all of them 
have a long way to go before the prices 
are out of the depression area, the gaits 
made to date, if largely held on reactions, 
will add further confidence to that which 
has already been injected into the in- 
surance business. Insurance compaty 
executives believe, barring some unfore- 
seen catastrophe here or abroad, that the 
long expected turn in business conditions 
is close at hand and that the stock mar- 
ket rallies will not be counteracted en- 
tirely by downward drives but are gen- 
uine and permanent moves away fron 
the bottem prices. 
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- County Fire Insurance Company 





Great American 
Insurance Company 


Now Dork 


INCORPORATED - 1872 


HOME OFFICE, One Liberty Street, NEW YORK CITY 
WESTERN DEPARTMENT, 310 So. Michigan Avenue, CHICAGO, ILLINOIS 
PACIFIC DEPARTMENT, 233 Sansome Street, SAN FRANCISCO, CALIFORNIA 
CANADIAN DEPARTMENT, 465 St. John Street, MONTREAL 





POLICIES ISSUED TO COVER 


Fire, Lightning, Tornado, Windstorm, Hail, Explosion, Rents, Commissions, Profits, 
Automobiles, Motorcycles, Leasehold, Marine, War Risk, Hulls, Inland Marine, 
Cargoes, Inland Transportation, Floaters, Use and Occupancy, Registered Mail, 
Mail Package, Tourist Baggage, Sprinkler Leakage, Riot and Civil aeeeaain 
Earthquake, Aircraft Property Damage, Aircraft Insurance. 


AFFILIATED INSURANCE COMPANIES 


American Alliance Insurance Co. Detroit Fire & Marine Insurance Co. 
New York, N. Y. Detroit, Mich. 


American National Fire Insurance Co. Massachusetts Fire & Marine Ins. Co. 
Columbus, O. Boston, Mass. 


North Carolina Home Insurance Co. 


Philadelphia, Pa. Raleigh, N. C. 


Rochester American Insurance Co. 


New York, N. Y. 


Great American Indemnity Company 
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Asks Rate Concessions 
For Fire Prevention 
Systems Used on Ships 


WOULD CUT NUMBER OF LOSSES 





R. L. Boon of American Foreign Insur- 
ance Association Believes Marine Men 


Should Follow Lead of Fire Field 





R. Landers Boon, joint manager in 
London of the American Foreign Insur- 
ance Association, has written two let- 
ters, one on ship fires and the other 


on through bills of lading, to the insur- 
ance editor of the Liverpool Journal of 
Commerce. In the first of these Mr. 
Boon believes that marine underwriters 
should grant concessions in hull and car- 
go rates for the installation of effective 
but expensive apparatus for the detection 
and prevention of fires on ships. It is 
his opinion that marine underwriters 
would do well to follow the lead of fire 
underwriters in this respect. His letter 
is as follows: 

“The correspondence and editorials re- 
garding the prevention and detection of 
fire at sea have covered a considerable 
amount of ground, but the opinions ex- 
pressed appear to be to indicate that 
there can be no hope of a reduction in 
premiums until suggested remedies have 
proved their worth. It may, or may not, 
be news to many of your readers that 
there are on the market systems of fire 
detection which have proved, on land, 
to be extraordinarily effective and which 
call for a discount off fire insurance 
rates. In view of the very substantial 
amounts paid by marine underwriters 
every year for damage due to outbreaks 
of fire, would it not be worth while for 
them to treat such systems in a similar 
manner and allow a small discount on 
both hull and cargo insurances on ves- 
sels fitted with an approved installation ? 

“As an instance of the efficacy of one 
system, I well remember some thirty 
years ago that the fire brigade of a town 
in the Midlands arrived at a certain 
premises, much to the surprise of the 
tenants, who had no idea that a fire 
had started; the indicator board, how- 
ever, showed that the detector in a dis- 
used attic had operated. Numerous oth- 
er instances are reported from time to 
time in such periodicals as the Post Mag- 
azine and Insurance Monitor, and it 
seems to me that shipowners should not 
be expected to install costly apparatus, 
which has for many years proved to be 
effective, unless underwriters are pre- 
pared to grant a reduction in premium 
for such installations. I cannot see why 
such systems would not be just as ef- 
fective aboard ship as in a congested 
mill or warehouse on land.” 


Through Bills of Lading 


On the question of through bills of 
lading, a subject which has been dis- 
cussed considerably in this country, Mr. 
Boon makes a strong argument for the 
adoption of the Hague Rules which do 
provide for the much-desired uniformity 
and which would eliminate the hardships 
now arising because of differences in 
bills of lading between the first ship on 
a voyage and the on-carrying vessels. 
His letter follows: 

“In the Weekly Underwriter of July 
23 reference is made to the case of the 
Maihar, which deals with the differing 
conditions of the bills of lading of the 
first and subsequent carriers where tran- 
shipment is involved, and a ‘through’ bill 
of lading is issued. 

“In the case under review, the bill 
of lading of the first carrier had a limit 
of £100 per package, and that of the on- 
carrying vessel one of $100; damage, pre- 
sumably, occurred on the second steam- 
er, and it was held that the first vessel 
had no authority to accept from the sec- 
ond a bill of lading which contains a 


lower limit than allowed under the 
through bill, notwithstanding the fact 
this through bill contained the usual pro- 
vision making the later stage of the voy- 
age subject to the terms and conditions 
of the local bill of lading. 

“This question of varying conditions 
of bills of lading might well be discussed 
at the next International Law Conference 
or by the International Chamber of Com- 
merce. Cases are by no means infre- 
quent where the holder for value of a 
through bill of lading is seriously preju- 
diced by the fact that the conditions of 
carriage of the on-carrying vessel are 
not nearly so favorable to him as those 
of the through bill, and it is seldom, if 
ever, that he knows the conditions of 
the on-carrying vessel’s bill of lading un- 
less and until a claim arises. - 

No Uniformity Yet Possible 

“At first sight it might appear that 
the shipper of the goods has a right to 
expect that having paid a through freight 
he should be in no worse position for 
the second part of the voyage than for 
the first, but until the Hague Rules are 
adopted by every country, there can be 
no uniformity in the conditions of bills 
of lading, and I think I can say quite 
definitely that it is seldom possible for 
the first vessel to dictate to the second 
what shall be the conditions of carriage 
for the further stage of the voyage. Such 
being the case it seems to be somewhat 
hard on the owner issuing the through 
bill of lading to be mulcted for the fault 
of the other. Whether a similar deci- 
sion would have been arrived at in the 
courts of this country is extremely doubt- 
ful. The case of the Maihar deals only 
with the question of liability, but from 
the judgment it would appear possible 
that a somewhat similar decision might 
be given if loss or damage occurred 
which would constitute ship’s liability un- 
der the through bill, but not under the 
on-carrying one.” 





MAY SALVAGE COPPER CARGO 


The announcement that the Italian sal- 
vage vessel Rostro is searching for the 
wreck of the Spanish steamer Noviembre 
is taken at Lloyd’s as an indication of 
the probable employment of the Italian 
salvage steamer Artiglio after she has 
completed retrieving the Egypt’s bullion. 
The Rostro is owned by the same sal- 
vage enterprise. The Noviembre was 
bound from New York and Bilbao for 
La Pallice in December, 1917, when she 
was sunk by a German submarine about 
eleven miles off the mouth of the Gi- 
ronde. She carried a cargo of copper 
valued at $700,000, and, as copper does 
not deteriorate greatly by submersion in 
salt water, Lloyd’s underwriters who set- 
tled the loss fifteen years ago should 
make a good recovery if the proposed 
salvage is successful. 


MORE GOLD FROM THE EGYPT 

An additional $200,000 worth of gold 
has been recovered from the wreck of 
the liner Egypt by the Italian salvage 
vessel Artiglio. The Artiglio has now 
completed her second successful salvage 
voyage to this wreck. In June she ex- 
tracted $900,000 worth of its gold, which 
now lies in bond in London, pending set- 
tlement of a claim by M. Jean Davy to 
a share of it. M. Davy was formerly 
master of the French salvage tug Troise, 
which, he declares, first located the 
wreck. When the Egypt foundered off 
Ushant in 1922 she had in her bullion 
room well over $5,000,000 in gold and 
silver bars and specie. She sank in 420 
feet of water, and this vast depth makes 
the recovery of her treasure by far the 
greatest feat in the history of salvage. 


M. SANFORD WEIL CHANGE 
M. Sanford Weil, who has many 
friends in the insurance business, has 
become associated with the Wall Street 
brokerage house of Eric & Drevers of 
115 Broadway, New York. 











Seek Penal Sanctions 
For Ship Collisions 

WHERE LIVES MAY BE LOST 

Feeling Exists That New International 


Agreement Is Not Necessary as League 
Has Gone Into Subject 





It has been announced that the Inter- 
national Maritime Committee proposes to 
examine further the question of “juris- 
diction and penal sanctions” in cases of 
collision on the high seas involving loss 
of life, with a view to preparing an in- 
ternational convention on the subject. 
The question was brought to the front 
by the case of the French steamship Lo- 
tus, which collided with the Turkish 
steamer Boz just six years ago outside 
Turkish territorial waters, as the result 
of which a Turkish court ordered the 
arrest and imprisonment of a French 
officer. 

The task of preparing an international 
convention on the subject would not, it 
is felt, make any wide appeal in Great 
Britain. There are, indeed, a number of 
important shipping conventions now 
awaiting ratification by various subscrib- 
ing nations and it is improbable that 
there would be any strong support for 
making matters more troublesome for of- 
ficers of the mercantile marine at the 
present time. The question of a penal 
code was considered in February, 1929, 
by the League of Nations Permanent 
Committee on Ports and Maritime Navi- 
gation. It is generally recognized that 
officers of the mercantile marine who 
are held responsible for serious accidents 
have already to pay heavily for their 
mistakes. On some lines responsibility 
for a serious accident means instant dis- 
missal. 


The Committee of the League declared 
that strict observance of international 
regulations for the prevention of colli- 
sions was of the utmost importance to 
the safety of life and property at sea, 
but it expressed the view that such ob- 
servance could be best obtained without 
recourse to criminal law—a view which 
is likely to commend itself to the major- 
ity of people interested in the safeguard- 
ing of life and property at sea. 

The League holds the observance can 
best be secured, first, by establishing and 
maintaining a high standard of profes- 
sional skill and conduct among those en- 
trusted with the duties of navigation, 
and, secondly, within the limits recog- 
nized by international maritime law, by 
holding a vessel’s owners responsible to 
other ships met with in the course of 
the voyage for loss resulting from the 
breach of such regulations by those in 
their employment. 

The committee also thought it desir- 
able that, as a matter of international 
courtesy, there should be left entirely 
in the hands of the nations whose flag 
the offending vessel flew the enforce- 
ment of disciplinary measures for the 
purpose of establishing and maintaining 
such standards of professional skill and 
conduct. 





TO FILE BRIEFS BY SEPT. 12 

Insurance Superintendent George S. 
Van Schaick of New York has extended 
to September 12 the time in which the 
fire, marine and casualty committees 
working with the Department on the 
question of overlapping coverages may 
file their briefs on this subject. After 
the hearing held by the Department 
early this month the various parties were 
given until this week in which to pre- 
pare briefs, but an extension of time has 
been granted upon the request of one of 
the committees. 





A HORSE DOCTOR FOR HIM 


A Newark adjuster was discussing a 
well known New Jersey field man re- 
cently and said: 

“Did you hear he was very sick and his 
wife called a horse doctor to attend 
him ?” 

“A horse doctor? Why?” 

“Because he is such a chronic kicker.” 


Hague Rules Bill 
Before French Senate 


SOME PROVISIONS ARE GIVEN 





Amended Bill After Passing Senate Will 
Have to Go Back to Chamber Where 
Agenda Is Very Full Now 





Current reports from France contain 
indications of what is contained in the 
French bill on the Carriage of Goods by 
Sea, known universally as the Hague 
Rules, as adopted by the law commit- 
tee of the Senate and which will be rec- 
ommended for adoption in that branch 
of the French legislative body. The bill 
was passed by the Chamber of Deputies 
in March of last year. The provisions 
dealing with the exemption clauses have 
been re-assembled in one article of the 
bill which says: 

The carrier is responsible for any loss 
or damage suffered by the goods, unless 
it arises from: 

(1) Fault of the master, seamen, pilots 
or other appointed persons, in the navi- 
gation. 

(2) Latent defects of the ship. 

(3) Act of God (“force majeure”). 


(4) Strikes, lock-outs or stoppage or 
restraint of labor from whatever cause, 
whether partial or general. 


(5) Inherent defects of the goods, in- 
sufficiency of packing or marks, wastage 
in bulk or weight within the limits usual- 
ly admitted by the customary rules at the 
port of destination. 


(6) Salvage or assistance at sea, or at- 
tempting at same, including diversion for 
the purpose. 


In the above cases, however, the ship- 
per may supply proof that the loss or 
damage has arisen from a fault of the 
carrier or of such of his servants other 
than those mentioned in the first para- 
graph (faults in navigation,—corr.). 

In the article dealing with the compul- 
sory attribution of jurisdiction to French 
courts at port of destination, the Sen- 
ate committee has added a few words 
making it clear that this rules only for 
the trade between French and/or Alge- 
rian ports. This also rules for the case 
of arbitration. On the other hand, the 
committee has added a sentence forbid- 
ding to vest in arbitrators powers of 
“amiable compositeurs” (powers to make 
all estimates and negotiate and enforce 
a final settlement). 

It is understood that the bill will come 
up for discussion in the Senate early 
when it meets again in October, and that 
it will likely be passed on the lines of 
the committee’s recommendations. It 
shall then have to come again before the 
other house, where the difficulty well 
may lie, more than in the securing of an 
assenting vote, in the finding of room in 
the agenda, at a time when the budget, 
and internal and external polities will 
keep the Chamber of Deputies more busy 
than ever. 





FRENCH LINER INQUIRY 


The causes of the loss of the French 
liner Georges Philippar are still wrapped 
in mystery, though the inquiry into the 
disaster has ended. The Commission of 
Inquiry considered there were three pos- 
sible causes of the conflagration: (1) 
short circuit, (2) fire accidentally started 
by a lighted body, or (3) foul play. It 
held, however, that the evidence did not 
give any more support to any of these 
theories than to the others. The Com- 
mission warmly commended the conduct 
of the captain, his officers and the crew. 





DUTCH VESSEL FIRE 
Another steamer has suffered severe 


damage by an unexplained fire. It '5 
the Dutch motor vessel Moldanger, un- 
der construction at Amsterdam. The fire 
started at six o’clock in the morning 0” 
August 3. It started in the cooling plant 
and was still burning in the early after- 
noon. Six holes had to be broken into 


the side of the vessel to be able to play 
water on the fire in an effort to extin- 
guish it. 
known. 


So far the damage is not 
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CASUALTY AND SURETY 








Stock Company Men in Fight to Put 


Over New Compensation Program 


Seek Hearing Before Michigan Anti-discrimination Commis- 
sion; Await Outcome of Minn., S. D. and N. C. Hearings; 
Must Decide Their Own Course of Action in Non- 
regulated States; N. Y. Brokers Take Stand 





N. Y. Increase Set for Oct. 1 


In New York state revised compen- 
sation rates will become effective Oc- 
tober 1, the Compensation Insurance 
Rating Board decided Tuesday sub- 
ject to the approval of the New York 
Insurance Department. The new rates 
will represent an average increase of 
92% over those now in effect, apply- 
ing on new and renewal business but 
not to policies now in force. In ar- 
riving at this increase the board made 
no change in the present loadings for 
expense, service and taxes, the in- | 
crease reflecting the higher loss cost | 

only. 











Opposition to the proposed compensa- 
tion rate increase program sponsored by 
the stock casualty companies continued 
without much abatement this week de- 
spite strenuous efforts of both company 
executives and bureau officials to offset 
it. That there is no weakening in the 
determination to “fight to the last ditch” 
is indicated in the request made in 
\ichigan to the anti-discrimination com- 
mission of that state for a review of In- 
surance Commissioner Livingston’s re- 
cent rejection of the proposed higher 
rates. This commission, which is com- 
posed of the secretary of state, attor- 
ney general and the insurance commis- 
sioner, has been asked to decide whether 

e filing in that state is discriminatory 
as was claimed by the Michigan depart- 
ment. 

On Tuesday of this week the govern- 
¢ committee of the National Council 
on Compensation Insurance met to hear 

report by Clarence W. Hobbs, special 
representative of the commissioners on 
the Council staff, on the results of his 
conference last week with Superintend- 
ent Hansen of Illinois who ordered that 
the rate increase effective August 1 be 
held in abeyance until his department 

id had an opportunity to make a thor- 
ough investigation. 

No formal action was taken on Mr. 
Hobbs’ report. It was made clear, however, 
at the meeting that while the National 
Council has not withdrawn its filings of 
e new rates in the non-regulated states 
4 which Illinois is one) it does not ad- 

inister rates in these states where there 
Is no regulation. Therefore, the feeling 
prevailed that it would be up to individ- 
ual companies to decide whether they 
will follow the Council advisory rates or 
to take other action. 

In the meantime the outcome of sched- 
uled rate hearings in a number of differ- 
eit states is being awaited with interest. 
On August 30 at Pierre, S. D., the com- 
panies will state their case before Com- 
missicner Horswill who has emphatical- 
ly disapproved the proposed rates. The 


Minnesota hearing is set for September 
1 while in North Carolina the date set 
is September 7. William E. Roeber, gen- 
eral manager of the National Council, 
will represent that body at the South Da- 
kota and Minnesota hearings. 

Chicago Agent Endorses Program 

In the midst of the excitement over 
the new rates the attitude of the pro- 
ducers toward the graded ee 
ple in cannot be overlooked. Generally, 
is left, agents are reconciled to casted 
commissions on risks where the premium 
is in excess of $1,000. This feeling is well 
expressed in the following endorsement 
of the stock company program made by 
a Chicago producer, an ex-president of 
the Insurance Brokers’ Association of 
that city and now a Class 1 agent of the 
Chicago Board of Underwriters. He 
says: 

“Regarding revised rates, effective 
August 1, 1932, and revised commissions 
on risks where premium is in excess of 
$1,000, you undoubtedly have received 
many objections to this revision. As to 
the increase in rates, we can readily see 
that with the payroll rate per hour re- 
duced that compensation rates should be 
increased. With regard to deduction in 
commissions, we have been preaching for 
years the principle that if we are to suc- 
cessfully compete with mutuals and re- 
ciprocals, the stock insurance companies 
must cut down their overhead which, of 
course, includes acquisition cost. 

“We like to receive just as much com- 
mission as our competitors but in the 
long run we can see that it is better for 
all of us to take less commission, pro- 
viding, of course, the reduction in com- 
mission is reflected in a lower overhead 
for the insurance company, so that in 
the final analysis, by successfully com- 
peting with the mutuals we can increase 
our volume sufficiently to offset the re- 
duction in commissions. 

“In our humble opinion the only rea- 
son that the mutuals and the reciprocals 
are on earth is because the stock com- 
pany’s expense ratio was so high that it 
permitted the mutuals to take away the 
business and pay large dividends to the 
assured. - 

Sees Opposition as Sho-t Sighted 

“This movement of reducing commis- 
sions and reducing stock company over- 
head has been successfully worked out in 
connection with low fire insurance on 
sole occupancy sprinkler risks. The 
stock companies are now successfully 
competing with the mutuals for this busi- 
ness, principally because they pay less 
commission to the agent or broker on 
this class of business. 

“Our business being 95% direct busi- 
ness makes us feel, even though we are 
agents, that our interest and the inter- 
ests of the insurance brokers are really 

(Continued on Page 34) 
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Advance Program for 
Big Safety Congress 


OCT. 3-7 AT WASHINGTON, D. C. 


Results of September Traffic Enforce- 
ment Month Will Be Reported to 
Gathering; Many Insurance Men 
to Speak 
Convinced that the need is greater 
now in a depression period than ever 
before for the advancement of organized 
safety, the National Safety Council is 
planning to make its forthcoming annual 
congress in Washington, D. C., October 
3 to 7, one of the most outstanding in 
its long history. The advance program 
for the gathering, sent out this week, 
reveals that insurance men as in former 
years will take a prominent part in the 
various sectional meetings. In addition 
there will be the added feature of a 
nation-wide report direct to the congress 
of the results of an “enforcement month” 
demonstration which the street and high- 
way traffic section of the Council is 
sponsoring in September. Each partici- 
pating city is being asked to use the best 
known methods of traffic law enforce- 
ment during the month, as far as its 
facilities will permit, applying each vig- 
orously to its own circumstances and 
problems. As the results are received at 
convention headquarters they will be 
compiled and studied by the highway 
trafic committee and reported to the 
congress with recommendations and in- 
formation for the benefit of cities 

thfoughout the country. 


Attractive Street and Highway Section 
Program 

The street and highway traffic section 
program is typical of the thoroughness 
with which the safety men will approach 
the problem of accident prev ention. Run- 
ning for five days with morning and af- 
ternoon sessions under the general chair- 
manship of Clifford Davis, vice-mayor 
and fire and police commissioner of 
Memphis, its delegates will first get at 
the real causes of accidents, then will 
study accident record problems and sit 
jointly with the eastern conference of 
motor vehicle commissioners. On the 
program is Benjamin G. Eynon, Penn- 
sylvania commissioner Robbins B. 
Stosehel, Connecticut commissioner; G. 

Newton, Travelers news bureau ‘edi- 
nad and Maxwell N. Halsey, traffic engi- 


neer of the National Bureau of Casualty 
& Surety Underwriters. One of the most 
interesting sessions will be held on 
uniform traffic laws in which this section 
will meet jointly with the executive com- 
mittee of the National Conference on 
Street and Highway Safety. 


Other Insurance Speakers 

As in past years Albert W. Whitney, 
associate general manager of the Na- 
tional Bureau, will preside at the child 
education section, Mr. Whitney being 
vice-president of the Council in charge 
of safety education. One of his speakers 
is Dr. Herbert J. Stack of the bureau, 
whose topic is “Secondary Education.” 

In the engineering section conducted 
under the auspices of the American So- 
ciety of Safety Engineers the _ vice- 
chairman is S. E. Whiting, Liberty Mu- 
tual of Boston, while one of the speakers 
in the advanced safety engineering group 
is Dan L. Royer, chief engineer of the 
Ocean Accident. Another insurance man 
active in this section is Rk. M. Cadman 
of the Schedule Rating Office of New 
Jersey who presides over the group 
meeting of the committee on portable 
blow torches. 

One feature being anticipated by the 
engineers and safety men is the two-act 
playlet “Selling a Safety Program” in 
which the purpose is to convince the 
board of directors of a large corporation 
of the necessity for accident prevention 
activity in their organization. 

Among other insurance men scheduled 
to appear at the various sessions are the 
following: Louis Boraks, safety engineer, 
Liberty Mutual, automotive and machine 
shop section; Maxwell N. Halsey, Na- 
tional Bureau, cement section; Rk. C. 
Stratton, supervising chemical engineer, 
Travelers, chemical section; W. A. Dear- 
born, chief engineer, Lumbermens Mu- 
tual Casualty, construction section; T. Z. 
Franklin, manager, special hazard de- 
partment of the Automobile of Hart- 
ford, fire prevention section; Lew R. 
Palmer, conservation engineer, Equitable 
Life Assurance Society, governmental 
relations conference; R. C. Salisbury, 
safety engineer, Hardware Mutual Cas- 
ualty, metals section; another appear- 
ance of Mr. Boraks at the power press 
section of which W. J. Graves, Michigan 
Mutual Liability, is general chairman; 
Walter Schaefer, prominent Newark 
agent who is president of the Casualty 
Underwriters Association of New Jer- 
sey, rubber section, and a second appear- 


(Continued on Page 33) 
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On the Production “Firing Line” 








Incidents Which Show Need Of 
Cover Against Depositors’ Forgery 


The Maryland Casualty suggests to agents that they make up a list of 
prospects for Depositors’ Forgery policies, revised. It tells the following 
incidents illustrating operations of crooks in the banking field: 


A clever forger recently employed an 
intricate scheme to defraud one New 
York bank but the very complexity of 
his method almost resulted in his appre- 
hension when he used the same game 
in an attempt to victimize another New 
York member. 

Assuming the name of a resident of 
Greenwich, Conn., the operator opened 
an account at a local bank. He gave the 
local man’s home address, the New York 
business address, and furnished as refer- 
ence a New York bank where the Green- 
wich man was known. He requested 
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the Greenwich bank not to communicate 
with him at his home as he was experi- 
encing domestic difficulties. The New 
York bank reference gave a favorable 
report to the Greenwich bank, believing 
the person opening the account to be 
the man whose name was used. The 
initial deposit was a check for $3,500 
drawn on a New York bank. 
Said Car Had Broken Down 


A few days later the crook withdrew 
$1,200 from the Greenwich institution, 
then made another withdrawal of $1,800. 
Next, a $1,950 check on the same New 
York bank was deposited. On a Satur- 
day night, the forger withdrew $1,150 
and waited at the bank a short time 


saying he expected a chauffeur to call 
for him. Shortly after he left, a tele- 
phone message was received ostensibly 
from the chauffeur who stated his car 
had broken down. The bank became 
suspicious, and despite the operator’s re- 
quest not to communicate with him at 
his home, telephoned to this address. The 
bank was informed by the bona fide res- 
ident that he had not been in the bank 
and had opened no account there. On 
the following Monday, the Greenwich 
bank communicated with the New York 
bank on which the deposited checks were 
drawn, and the alleged maker pro- 
nounced them forgeries. The forger did 
not return to withdraw the balance re- 
maining to his credit at the Greenwich 
bank. 

Later another New York bank re- 
ceived a check for $3,200, bearing the 
ostensible signature of a depositor, which 
overdrew the account. On communicat- 
ing with him, he declared his signature 
a forgery. Investigation revealed that 
the crook had opened an account at a 
Mt. Vernon, N. Y., bank and deposited 
the forged item. Here he used the name 
of a Mt. Vernon resident and gave this 
man’s local and New York addresses. He 
also requested this bank not to com- 
municate with him at his home because 
he was having domestic difficulties. After 
a few days the forger gave a check to 
a local florist and the latter sent a mes- 
senger to the Mt. Vernon bank with it. 
Unfortunately, the messenger was de- 
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tained for a short time, and the crook 
disappeared. 

It is believed that in all cases the 
operator obtained cancelled vouchers and 
specimen signatures of depositors and 
also information concerning the bank 
accounts, home and business addresses 
by burglarizing their offices. 

This is just another method in which 
the “check racket” is being worked. 





E. L. BOYDEN WINS PROMOTION 





Made Assistant to V.-P. in Eastern Dep’t 
of Continental Casualty; Progress 
Made on Co-ordination Program 


E. L. Boyden has been promoted in 
the Eastern department of the Continen- 
tal Casualty to the post of assistant to 
the vice-president and will have full 
charge of the company’s casualty under- 
writing in the East, including New York 
City. In his fifteen years’ connection 
with the company Mr. Boyden has made 
a fine record for himself as an under- 
writer. He joined the New York staff 
about a year ago under Vice-President 
Floyd N. Dull. 

A. N. Trautvetter, formerly assistant 
superintendent, takes Mr. Boyden’s for- 
mer post as superintendent in charge of 
casualty underwriting. L. W. Langlois 
continues as liability department super- 
intendent and C. E. Wareing as super- 
intendent of the burglary and plate glass 
department, metropolitan branch. They 
will both report to Mr. Boyden. 


Another change in the Eastern de- 
partment offices is the merger of the 
accounting units of that department and 
the New York City branch into one with 
A. B. McConnell as chief accountant. 
Mr. McConnell has had a long record of 
service with the company. This is one 
further step in Vice-President Dull’s pro- 
gram of co-ordination of the various 
units of the company’s organization in 
New York, a program incidentally which 
is enabling the Continental Casualty to 
handle capably its fast growing Eastern 
business, 





FIDELITY BONDS FOR BANKS 
Illinois Public Official Advises that they 


Be Carried; Discusses Insurance 
Company Angle 


Oscar Nelson, Illinois State Auditor of 
Public Accounts, has advised banks to 
continue carrying fidelity bonds for the 
protection of depositors. He says in 
part: 

“We hold no brief for insurance com- 
panies in the matter of increased pre- 
mium rates. If losses have justified the 
increase it may be necessary and facts 
will substantiate or disprove the action 
of the corporation furnishing bonds. If 
substantiated, then the more need for 
proper fidelity coverage by banks. Per- 
haps expenses may be cut in other quar- 
ters so that the bank may continue to 
carry this protection for its depositors. 
In some cases banks have reduced the 
amount carried which is far better than 
discontinuing.” 








STARTS EXPANSION PROGRAM 

A program for expanding the Physi- 
cians Protective Casualty of Indianapo- 
lis, accident and health company, 15 
under way. The company plans to enter 
Michigan, Minnesota and Georgia. !t 
now operates in Indiana, Ohio and Mis- 
souri. The premium income so far this 
year is 40% greater than that of the 
same period last year, its officials assert. 





UNION IND. OUT OF CANADA 

The Union Indemnity is no longer 
writing business in Canada having rein- 
sured its outstanding liability in the 
Provinces in the Continental Casualty 
with the exception of fidelity and surcty 
lines. 





REPORT HELD UP 
The Royal Commission on Unemploy- 
ment Insurance will not present its an- 
nual report until next October, advices 
from London say. 
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How National Safety Council Operates; Has Membership of 
5,000 Industrial Concerns; Published 3,000,000 Posters Last Year 
By W. H. Cameron 
Managing Director, National Safety Council 
A visitor at our offices some time ago ing conditions. We insist on office neat- celebrate its twenty-first birthday. A 


asked this pertinent question: “Don’t you 
ever run out of ideas?” I had been ex- 
plaining the purposes and scope of Na- 
tional Safety Council activities and had 
just pointed out that for more than nine- 
teen years all our educational efforts 
could be summed up in a little two-word 
injunction: “Be Careful!” 


From these two simple words has 
grown a vast organization which has 
a high place in the institutional life of 
America and, to a certain extent, the 
civilized world. I told my inquirer that 
we would never run out of ideas as long 
as we could keep “Be Careful” fresh and 
interesting. And I added that such an 
eventuality would never occur as long as 
we could hold intact our staff of engi- 
neers, editors, artists, statisticians, libra- 
rians and other experts in their respec- 


tive fields. 
Grew Up With Safety Movement 


One factor that stands out in analyz- 

ing the growth and success of the Na- 
tional Safety Council is that so many 
of its salaried and voluntary workers 
have simply grown up with the safety 
movement. By “voluntary workers” I 
mean that great army of safety men who 
are heart and soul in the work and who 
give unstintingly to the furtherance of 
the welfare of the parent organization. 
Perhaps I should say their parent or- 
ganization. 
_ The fountain head of organized safety 
is located in the Civic Opera Building, 
Chicago, where we have a staff of ap- 
proximately 100. Here ideas are born, 
nourished and then broadcast to all parts 
of the land and to many foreign coun- 
tries. Included in our membership of 
approximately 5,000 industrial concerns, 
civic Organizations and individuals, are 
several hundred in other lands. 

The safety idea is inspired by tragic 
human experience and is developed 
through scientific study and then started 
on its way to bear fruit. That is our 
job at the executive offices. We have 
hut one purpose—to prevent human suf- 
tering, poverty and distress through a 
reduction of accidents. 

These ideas, of which our friend in- 
quired, find expression on our highways 
in physical safeguards such as signs and 
signals; in one-way streets; in safer 
roads, safer cars and last, but not least, 
in safer drivers. They crystallize in 
thousands of our industrial plants in 
cuards, safety railings, and innumerable 
safety appliances for machinery. They 
reach a high point of efficiency in our 
railroad safety work and in the mines 
—and of late, they have been catching 
on in our homes and in fact just about 
everywhere. That is how the mechanica! 
side of safety is expressed. Now just add 
to that a constant educational campaign 
which is even more important and still 
more effective and you just about have 
the picture of safety with its sleeves 
rolled up. 5 

Need for Crusade 
_ The need for such a veritable crusade 
4 dramatically shown in our accidental 
a a for the past year—or for any 
ro He By Boorse past years, if you want 
pd ) ~. a little. In 1931, 97,000 of 
os peoee were killed in accidents on 

r highways, in our homes, in industry 
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and elsewhere; approximately 10,000,000 
people suffered non-fatal injuries; and 
the economic cost approached the three 
billion dollar mark! Just think what our 
government might do with that sum of 
money right now—today. 

Naturally, we are proud of our execu- 
tive offices. We have some 20,000 feet 
of floor space occupying a half of one 
of the floors of the Opera Building. Our 
offices are laid out around a court which 
provides ample light and air for the in- 
side offices. The various departments are 
laid out in separate sections divided by 
glass partitions. We have some twenty 
rooms and on the floor below is our 
printing plant with presses humming 
away from morning until night. 

The Council work is highly depart- 
mentalized. It should be for safety is a 
highly specialized field and the best work 
comes from good, quiet, pleasant work- 


ness and office courtesy. We keep a 
strict watch on economies of all kinds. 
Regular inspection tours are made by 
staff committees not only for neatness 
and morale, two essentials in successful 
office production, but also for office safe- 
ty. Yes, we practice what we preach. 


Making Public Realize Need For 
Safety 


So here we carry on with safety, pre- 
senting the picture in ever-changing col- 
ors and frames. Our biggest task of 
course is to implant the safety idea in 
the mind of man for we realize that after 
all here lies the real solution. So we 
consider safety from within—that is, the 
mental side. We must make the lesson 
stick. Safety education must be dramat- 
ic enough to be impressive; yet not too 
dramatic. It must be applicable to the 
person for whom it is intended; other- 
wise it will be quickly forgotten. It must 
be new and fresh or it goes into the 
waste basket. It must be concisely stat- 
ed in simple language. It must be forcibly 
expressed if it is to properly photograph 
itself in the mind. It must be attractive; 
it must appeal. 

The trouble is that the average mind 
is more or less undisciplined. The mind, 
remember, is the exclusive property of 
its owner and it is for him to say what 
ideas he shall accept and what he shall 
reject. Most of us have difficulty in 
determining just what is good and what 
is bad in the way of ideas. We accept 
what we want—and that is usually what 
we like. To the average lay-mind safety 
is a rather abstract theme. It is vague 
—somehow lacking in personal touch. It 
may be all right for some, but as long 
as you and I personally are not injured, 
why worry? There are so many other 
problems to occupy our minds and they 
always seem more important—that is, un- 
til.an accident occurs. Then—and then 
only—do we realize the true meaning 
of accidents. 

Nearly 21 Years Old 


The National Safety Council will soon 
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quarter of a century ago there was no 
organized effort to promote safety. We 
began to function in 1912, when aroused 
humanitarian forces declared war on in- 
difference, prejudice, ignorance, selfish- 
ness and precedent. The story of safety 
is a volume in itself, which will some day 
be written in the fullness it deserves. 
Suffice to say the National Safety Coun- 
cil has grown steadily throughout the 
years, in members, in influence and in 
achievement. Through 5,000 members we 
are working directly, continuously and 
effectively with nearly 10,000,000 people, 
mostly men and women of industry. To- 
day letters come to us continually from 
all parts of the world requesting advice 
on certain safety problems, asking for 
copies of various posters or publications, 
or seeking other data. During the past 
year or so we have reprinted several of 
our publications in Spanish for South 
American members. 


Publications 


Our publications furnish a most direct 
contact on the educational side of our 
prograin. They include the National 
Safety News, the Safe Worker, Public 
Safety, the Safe Driver and Safety Edu- 
cation. We print an annual safety cal- 
endar which goes into the homes of hun- 
dreds of thousands of workers every year 
and which keeps the message of safety 
before the housewife and the children 365 
days in the year. We handle payroll in- 
serts, widely used by industrial plants, 
consisting of pithy, punchy little safety 
pleas. And our posters, 3,000,000 of 
which were published last year, are all 
designed by our own artists and printed 
in our own plant. The importance of 
the safety poster must not be overlooked 
in giving credit to industry’s success in 
reducing accidents during the past twen- 
ty years. It tells its story in a dramatic 
unforgettable way and has played a big 
part in the safety movement. 

The engineers in our Industrial Divi- 
sion have made great progress in devel- 
oping the engineering side of safety. The 
Council has issued more than a hundred 
Safe Practices Pamphlets which are ac- 
cepted as authoritative information in the 
particular field which they cover. We 
have made special studies such as the 
hazards of low voltage, annealing chains, 
and the problem of silicosis. In addition 
they answer thousands of inquiries from 
plants each year where special informa- 
tion is needed to cover special hazards. 

Our Public Safety Division is today 
wielding a big influence among the forces 
co-operating in their attack on the high- 
way accident problem. We have made 
traffic surveys in some twenty American 
cities and here, too, there is a constant 
outpouring of valuable information to 
municipal officials who seek the Council’s 
advice in handling their own particular 
problems. Here work also gets under 
way, to eventually reach our homes and 
our schools. In addition the Council 
lends fullest co-operation to state legisla- 
tures in their efforts to secure drivers’ 
license legislation which the Council has 
found to be one of the sure methods of 
reducing accidents on our highways. 

Advice Constantly Sought 

The advice of our Industrial Health 
Division is also sought constantly, for 
industry has long since learned that 
health and safety in industry are closely 
allied. The same situation exists in our 
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library where a half dozen librarians are 
employed to handle the never-ending 
stream of calls for information from both 
inside and outside the office. Another 
important work at our executive offices 
is the planning of the Annual Safety 
Congress—the big event of the year in 
the world of safety. Already the pro- 
gram for the 1932 Congress, to be held 
at Washington next fall, is well under 
way. Here also the regional conferences 

some fifty in number—are planned 
months ahead. In short, our offices con- 
stitute a clearing house of information 
which finds its way through the printed 
or spoken word to millions of our people. 
There can be no let-down for safety. Our 
efforts must be continuous and intensive. 
We have no “slack season” for the sim- 
ple reason that accidents have no re- 
spect for the calendar. 

The picture of devastation wrought by 
accidents is an alarming one yet I shud- 
der to think what it would mean today 
had it not been for the leadership of 
the National Safety Council and the 
many organizations which have so gen- 
erally co-operated in carrying on the 
work. In American industry where safe- 
ty has been permitted to function in full 
sway there has been real achievement 
and in its record we who are in the 
work find sufficient inspiration to con- 
tinue with our full strength and ener- 
gies, on the highways and in the other 


fields which today are so badly in need 
of attention. 
Pes $500, 000 hen 
The United States F. & G. this | 


week turned over to J. S. Bache & | 
Co. of New York a check for $500,000 | 
in payment of a loss under a bankers’ | 
blanket bond, which is the largest | 
claim ever paid to a New York stock | 
exchange house under this form of in- 
surance. 

In accordance with its usual prac- 
tice the U. S. F. & G. had large | 
amounts of reinsurance and the loss | 
therefore is divided between several 
surety companies. 


WIS. RATE INCREASE DENIED 





Insurance Board There Opposed to 
Higher Compensation Rates at Pres- 
ent Time; Increases Ranged 
from 5 to 50% 

It has been definitely decided in Wis- 
consin by the Compensation Insurance 
Board together with members of the 
.state industrial commission that the pro- 
posed compensation rate increase will not 
be permitted. These increases covering 
twenty-nine classifications and ranging 
from 5.1% to nearly 50%, would have 
become effective in 1933. In 925 classi- 
fications there would have also been in- 
creases of 1% per hundred dollars of 
payroll. Taken in the aggregate the 
proposed new rates would have cost Wis- 
consin employers about $85,000 in 1933. 

Giving reasons for their decision, Her- 
man L. Mount, secretary of the board, 
and State Insurance Commissioner H. L. 
Mortensen, ex-officio chairman, explained 
in part: 

“Occupational diseases in Wisconsin in 
1919 were made compensable. Data shows 
frequent awards for such occupationz il 
diseases as lead and arsenic poisoning 
caisson diseases, typhoid, silicosis, etc. 
We are convinced that excepting silicosis 
the cost of occupational diseases cases 
has become thoroughly assimilated into 
our rate structure. After a lapse of thir- 
teen years we can no longer recognize 
the necessity of special charges for oc- 
cupational diseases. We are opposed to 
any so-called emergency increases in 
compensation rates at present. This kind 
of insurance business in Wisconsin is 
operating on a secure basis entirely ade- 
quate to meet expected losses.” 


NEW COAST COMPANY 
The Guardian Assurance Corp. is being 
formed in Oakland, Cal., to write the cas- 





ualty lines of accident and health, lia- 
bility, compensation and common carrier 
liability. Its authorized capital is 


$1,000,000. 


U. S. GUARANTEE SHOWING 





$7,687,533 Total Assets at Mid-Year 
Mark; Sets Up Voluntary Contingent 
Reserve of $1,240,771 

That the United States Guarantee has 
successfully weathered the severe first 
six months of 1932 is indicated in its 85th 
semi-annual statement which points to 
total admitted assets of $7,687,533 which 
compares favorably with the December 
31, 1931, figure of $7,989,523. Of this total 
U. S. Government bonds are listed at 
$1,687,780; public utility bonds and stocks, 
$1,503,506; miscellaneous bonds and 
stocks, $1,608,289; and cash in banks and 
office, $597,812. 

Using the New York Insurance De- 
partment basis in the valuation of its 
securities the United States Guarantee 
has set up a voluntary contingency re- 
serve of $1,240,771, representing the dif- 
ference between this basis and actual 
market values as of June 30, 1932. Thus 
its surplus at the mid-year mark stands 
at $1,382,467 which, together with a capi- 
tal of $1,000,000, gives a surplus to pol- 
icyholders of $2,382,467. In its Decem- 
ber 31, 1931, statement the company’s se- 
curities were based on actual market 
values, the surplus over all liabilities at 
that time being $1,673,753. 





PACIFIC INDEMNITY RESULTS 





Used Actual Market Values in June 30 
Statement; Assets Now $7,558,304; 
Surplus $1,846,162; Improved 
Loss Experience 
Total assets of $7,558,304 are shown by 
the Pacific Indemnity of Los Angeles in 
30 financial statement, a slight 
increase over the December 31, 1931, fig- 
ure. Total bond holdings are given at 
$2,909,211 ; $482,918 in stocks and $628,458 

in cash in banks and office. 

An interesting feature of the Pacific 
Indemnity showing at the mid-year mark 
is that the valuation of its securities is 
based on June 30 actual market values. 
On this basis the surplus is $1,846,162 
which, with a capital of $1,500,000, gives 
a surplus to policyholders of $3,346,162. 
An increase of $544,810 would have been 
shown in this item if convention values 
had been used. 

Gross writings of the company for the 
period were $2,755,734, a decrease of 
9.29% as compared with the same period 
of 1931. Earnings were $234,648 which 
accrued from underwriting, interest and 
incidentals, before provision for adjust- 
ment of security valuations. The loss ex- 
perience shows an improvement, having 
decreased from 63.81% during the first 
half of 1931 to 56.05% for the first six 
months of .1932. 


its June 





UPHOLDS AWARD FOR DEATH 





Montana Supreme Court Holds $15,000 
Not Excessive for Eight Year Old 
Boy Killed by Car 

A $15,000 award for the death of an 
eight year old boy struck by a car when 
he ran in front of it is not excessive, 
the Montana Supreme Court has ruled. 
In the case of Autio v. Miller the es- 
tate of the child sued the owner of the 
car which had run down the boy. 

The court held that the amount of the 
verdict was not excessive as it was for 
loss of what the boy might have earned 
after he reached the age of twenty-one 
years. The action was brought by the 
estate and not by a parent, it was 
pointed out. 


“The verdict is high, very high,” de- 
clared the court. “But we are unable to 
say from anything that appears in the 


record that it is the result of passion or 
prejudice. In cases where damages are 
sought for personal injuries, resulting in 
the death of young children, as a matter 
of course there can be little evidence 
upon which a jury can fix damages upon 
1 basis approaching accuracy.” 

An objection of the defendant to the 
use of the Carlisle mortality tab'e in 
testimony of an actuary on the dece- 


dent’s expectancy of life was overruled 
by the court. 











Recent Court Decisions 
Compiled by John Simpson 








Author, “The Law Relating to Automobile Insurance” 


Must Be in Good Health 


Where a health and accident policy 
was written four days after the insured 
was injured, and the application therefor 
provided that the insurance should not 
be in force until the delivery to the in- 
sured of the policy while he was in good 
health and free from injury, the fraternal 
association issuing the policy was not 
liable for the injuries even though the 
policy was delivered to the insured by 
the agent while the insured was still in- 


jured. The Ohio Court of Appeals so 
held in Shelton v. American Insurance 
Union. 


* * * 


Won’t Disturb Reasonable Verdict 


Where two tribunals had come to the 
same conclusion in a question where evi- 
dence was conflicting in a workmen’s 
compensation case the New Jersey Su- 
preme Court refused to disturb the find- 
ing, inasmuch as it had evidence reason- 
ably supporting it. The dispute was 
whether or not death was due to lifting 
steel plates. The courts had decided in 
the affirmative. The case was Standard 
Water Systems Co. v. Ort. 

x * * 


No Truck Death Liability 


Death of an employe while riding on 
his employer’s truck after work was over 
for the day is not compensable, the Mas- 
sachusetts Supreme Court has held in the 
case of Lee, 198 N. E. 198. It was held 
that the employe was not riding as a 
matter of duty or right, and that there 
was no implied contract giving the em- 
ploye the use of the truck. Therefore 
the injury did not occur during the 
course of employment. 

. =e * 


Commissioner’s Decision Final 

The finding of a deputy compensation 
commissioner, supported by the evidence, 
that those people awarded compensation 
for an employe’s death were dependent 
upon him is final under the Longshore- 
men’s and Harbor Workers’ Compensa- 
tion Act, it has been held in Texas Em- 
ployers’ Insurance Association v. Shep- 
peard, District Court for Southern Texas. 

* * * 


Rights of Sureties Set Forth 

There is no right of subrogation 
against a bank innocently paying fraud- 
ulent warrants to the principal in a fi- 
delity bond, it has been held in a Florida 
case in which the Circuit Court of Ap- 
peals, Fifth Circuit, discussed the rights 
of sureties. 

A surety is a favorite of equity, which 
will extend its aid in exoneration before 
he pays and will subrogate him after he 
pays, liberally and fully, as against oth- 
ers primarily liable on the debt. It is 
not, however, the name, but the fact of 
suretyship which equity protects. Subro- 
gation is applicable only in cases where 
the party invoking it has been required 
to pay a debt for which another is pri- 
marily answerable, and which in equity 
and good conscience ought to be dis- 
charged by the latter. It is properly ap- 
plied in favor of a surety on a fidelity 
bend only against persons who have par- 
ticipated in the wrong of its principal. 
It is never applied against an innocent 
person wronged by the principal’s fraud. 

A state game commissioner of Florida, 
honded with the American Surety Co., 
fraudulently drew 198 $100 warrants to 
fictitious parties which were paid to the 
commissioner by the Lewis State Bank, 
the depository of the state game depart- 
ment’s funds. The surety company paid 
the state the full amount of the bond 
and then sued the bank on a subrogation 
agreement which it took from the state. 

The Circuit Court of Appeals, Fifth 
Circuit, held that the suit was properly 


dismissed. The court said: “Where, as 
here, a bank of public deposit has with- 
out complicity in, or knowledge of, the 
fraud been innocently misled by the 
principal into paying out public moneys 
which under its contract it agreed to 
pay to those lawfully entitled to it, as 
between the state and the principal and 
surety on the bond, it is the real surety, 
entitled to exoneration to the extent of 
the bond before it pays, and to subroga- 
tion to it after it pays.” 


Highway Work Held Seasonal 


A highway construction laborer is en- 
gaged in seasonal work, the New York 
Appellate division has held, Damm v. 
Schreier Contracting Co. Therefore in 
computing sums to be paid in compen- 
sation for death it is not correct to take 
fifty-two times the average weekly wage. 
An award made on the fifty-two week 
basis was held not justified as road build- 
ing is not generally done in winter. 

‘* * «@ 


Violation of Safety Rule 


A fractured leg sustained by an em- 
ploye of a coal mine when leaving the 
mine by using a slope in violation of a 
positive company rule designed for the 
protection of the employes is not com- 
pensable, the Pennsylvania Supreme 
Court has held in Palla v. Glen Alden 
Coal Co. The injury was held not to be 
sustained in the course of employment. 

* * *& 


Landlord Can’t Throw Things 


When a landlord throws things at a 
tenant, he is not covered by his land- 
lord’s liability policy, the Massachusetts 
Supreme Court has held in Sontag v. 
Galer and the Standard Accident. The 
landlord’s policy covers only accidental 
injuries, not those wilfully done. Sontag 
had received a fractured skull and Galer 
was held personally liable. 

* * x 


Apoplexy Not Covered by Auto 
Policy 
Death from apoplexy while shifting 
gears of a car is not covered by a policy 
insuring against injuries due to wreck of 
the automobile or being thrown from it, 
the Ohio Supreme Court has held. 
* = < 


Auto Death Not Compensable 


The death of a bill collector in an auto- 
mobile accident while engaged on a mis- 
sion of his own and proceeding in a di- 
rection away from his employer’s debtors 
for whom he carried collection cards is 
not a compensable death, not being in 
the course of his employment, the Ohio 
Supreme Court has held in the case of 
Industrial Commissioner v. Lewis. 





TO SUPERVISE FRENCH CO.’S 


Some measure of control over automo- 
bile insurance companies writing cover 
age on Paris taxicabs is being consi 
ered by the French Parliament. At pres- 
ent many public liability claims remain 
unsettled because small insurance com- 
panies are unable to meet large claim 1S. 
Paris has a provision that no taxicab m: 
be driven unless the owner or chi saaffe ur 
be covered with liability insurance to the 
extent of $8,000 but no provision has yet 
been made for controlling the financial 
condition of the insurers. 





James S. Kemper, president of the 
Lumbermen’s Mutual Casualty of C hi- 
cago and associated companies, is con- 
valescing at his home in Winnetka t il 
lowing a major operation pe rformed sev- 
eral weeks ago at the Presbyterian Hos- 
pital. 
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DAVIS JUSTIFIES PROGRAM 





U.S. F. & G. Leader Points to Favorable 
Aspects of Compensation Rate In- 
creases from Producers’ Standpoint 
E. Asbury Davis, president, United 
States F. & G., had the following com- 
ment to make in a letter to agents this 
week in justification of the stock com- 
pany program for increased compensa- 
tion rates: 

“There can be no question as to the 
necessity of increasing rates when con- 
sideration is given to the high loss ra- 
tio, plus the fact that notwithstanding 
the expenses of this company in hand- 
ling workmen’s compensation have de- 
creased since 1929 approximately over 
$1,000,000, our ratio of compensation ex- 
pense has increased from 38.7% to 47.3%. 
This is due to the shrinkage in volume, 
which has exceeded by far the shrinkage 
in expense. 

“The National Council has filed two 
sets of rates—one for stock companies 
and one for nonstock companies. That 
for stock companies was based upon the 
existing expense loading, but provides 
for a discount of 121%4% on premiums in 
excess of $1,000 on any individual risk. 
The nonstock carriers’ rate will be in- 
creased about 10% less on account of the 
difference in their expense loading. 

“Naturally, the nonstock companies 
are very much opposed to the stock com- 
pany plan, as it enables the stock com- 
panies and their agents, through the 
12%.% discount on premiums over $1,000 
to meet on more equal ground mutual 
competition on the larger risks. It is 
well known that while compensation has 
been generally unprofitable, it has been 
less unprofitable on the larger risks than 
on the smzli 


LUNCHEON TO E. F. FOSTER 





N. Y. Manager of Fidelity & Deposit Is 
Returning to Home Office; John A. 
Griffin Host at Affair 

\ farewell luncheon party was given 

yesterday to Edgar F. Foster, New York 
manager of the Fidelity & Deposit, who 
is returning to the home office after two 
years here to resume his underwriting 
activity in the fidelity department in 
close association with Vice-President 
Robert S. Hart. 
John A. Griffin, F. & D. vice-president 
in charge of New York activities, was the 
host at the luncheon which was held in 
the Drug & Chemical Club and attended 
by about twenty-five surety men, friends 
whom Mr. Foster has made while in New 
York and who were glad of the occasion 
to wish him well in his home office 
work, 

Mr. Foster has been connected with 
the I. & D. for nearly thirty years and 
is held in high regard by its officials. 
His successor in New York has not yet 
been selected. 





C. F. McLAUGHLIN’S NEW POST 


C. I. McLaughlin has resigned from 
the Home Indemnity to join the United 
States Casualty as metropolitan burglary 
department manager. Since his insurance 
career started in 1910 Mr. McLaughlin 
has been connected with the New Am- 
sterdam Casualty, Aetna Life, London 
& Lancashire Indemnity, Hartford Acci- 
dent and Metropolitan Casualty. He has 


built up a good reputation along Wil- 
liam Street, - 





Safety Congress 


(Continued from Page 29) 

a of Mr. Palmer before the safety 
section of the American Railway Asso- 
Clation, ,, 

( » ‘ — 

= ne of the prominent visitors at the 
i pre will be W. N. Doak, Secretary 
abor, whose talk “Education Will 


) . 
“so More Than Regulation to Promote 
Satety” 


will be |] 
terest. 


before the construction section 
ooked forward to with keen in- 


Obsolescence Insurance Prerequisite 
Full Knowledge of Building Hazards Seen Necessary, Says C. 


A. Mann in Discussing Possibilities of Cover Here 


The recent article on “Obsolescence In- 
surance,” by H. J. Werder in The Eastern 
Underwriter, has brought forth the fol- 
lowing comment from Clyde A. Mann, 
director, Certified Building Registry, who 
has approached the subject from the angle 
that obsolescence hazards and cost must 
have as a starting point full information 
as to buildings equal to the knowledge 
possessed by such societies as the Amer- 
ican Bureau of Shipping which furnishes 
ratings of ships. Mr. Mann writes: 


Proposals of manufacturers that “ob- 
solescence insurance” may have a place 
in underwriting in the United States, as 
it had for nine years in Germany, have 
interesting possibilities and limitations. 
The recent experiences of surety com- 
panies which guaranteed mortgages and 
mortgage bonds, emphasize the necessity 
that a prerequisite for obsolescence in- 
surance is a precise and complete knowl- 
of the involved in the 


edge structures 


transactions to a degree far exceeding 
the available knowledge in the past. 

Speaking from the standpoint of one 
who has some knowledge of the losses 
sustained by surety companies, lenders 
and the investing public, it is evident 
that obsolescence hazards and cost must 
have as a starting point full information 
as to buildings equal to the knowledge 
possessed by the classification societies 
which furnish ratings of ships—Lloyd’s 
Register of Shipping, American Bureau 
of Shipping and Bureau Veritas, et al. 

Such knowledge of buildings is coming 
into existence through the engineers- 
architects appointed for districts by Cer- 
tified Building Registry. It would be 
most interesting to see this precise in- 
formation put to use for obsolescence in- 
surance. Some company may undertake 
to do in the United States what was for 
a time done in Germany. 


German Rates Not Possible Here 


However, it well may be stated that 
the rates applied in Germany—approxi- 


mately 21%4% for 40 years—would hardly 
serve in a country where there has been 
so much depreciation that ran to 10 to 
15% per year. Obviously, an underwriter 
would be in about as hard luck insuring 
at 24%.% for a hazard that might prove 
to be 10% per year as the surety com- 
panies which guaranteed mortgages and 
wound up with losses totaling $30,000,000 
and more. 

At any rate, a prudent step toward 
obsolescence insurance will be ascertain- 
ment of facts about each building, not 
superficially by casual inspection, but 
thoroughly by investigation into all 
phases of materials used and workman- 
ship. Such information well may serve 
many purposes, including perhaps insur- 
ance against obsolescence. 


WILLIAM E. BARTON DEAD 


William E. Barton, 69 years old, gen- 
eral agent for several casualty and fire 
insurance companies in Indianapolis, died 
unexpectedly in his offices in the Indiana 
Trust Building. Witnesses said he was 
sitting at his desk when he suddenly 
slumped forward. Funeral services were 
held at St. Joan of Arc Catholic Church 
and the burial was in Brazil, Ind. Mr 
Barton was associated with the Fidelity 
& Deposit, General Accident, Potomac, 
Western Assurance and Commercial 
Union. 
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Fulton and William Streets. 








OST of the great casualty and marine 
insurance companies—and the principal 
underwriters — have their offices on or near 


Childs recognized the real need of a restaurant 
to serve this clientele and so opened at 136 
William Street their “Golden Hill” Restaurant. 
Already it has become the accepted place in 
this important district. The lower dining room 
with its round tables so adequate for confer- 


THE NATION’S HOST FROM COAST TO COAST 


OLDEN FILL 


AT FULTON AND 
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WILLIAM STREETS 











Insurance District 


ence groups, its semi-private accommodations 
for special occasions, combined with the recog- 
nized excellence of the food and service have 
daily increased the definite value of “Golden 
Hill” to the insurance men of New York. 
Many organizations are availing themselves 
of Golden Hill’s splendid banqueting facilities 
—and naturally as at all Childs restaurants 
the price is as low as is consistent with true 


Childs quality and service. 


“Ohe heart 
of the great 
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New Social Insurance 
Committee Suggested 


TO REVIEW BRITISH SITUATION 





England May Not Be Getting Full Value 
For Money Received, Sir Harold 
Bellman Says 





Suggesting that England is not getting 
full value for what it spends on social 
services, including compulsory health in- 
surance and the dole, Sir Harold Bell- 
man, speaking in London recently, urged 


the appointment of another committee 
to make a thorough study of the situa- 
tion. 

The total cost of the social services, 
he said, had risen over sixfold from 
£63,000,000 ($315,000,000) in 1910 to £404,- 
000,000 ($2,020,000,000) in 1929, and the 
nation is definitely committed to much 
of this expenditure. 

“While we have admittedly had enough 
committees,” Sir Harold declared, “I am 
half inclined to suggest the appointment 
of another, if only because there is an 
increased appreciation of the realities of 
our economic position since the last re- 
view of wide scope was undertaken. 

“The committee I have in mind would 
be given the most comprehensive terms 
of reference, and would be widely based 
in its constitution. It would include 
economists and trained observers in so- 
cial life, with a view to securing an 
authoritative answer to the question 
whether we are getting value for our 
expenditure on social service. If the 
committee were sufficiently broadly 
based it might provide all parties in Par- 
liament with the moral authority, which 
at present seems lacking, at least to de- 
cline to enter into fresh commitments— 
a self-denial which all the evidences 
seems to indicate is necessary.” 





PRUDENTIAL CASUALTY ASSETS 





$994,578 on Books, Examination Shows; 
Mo. Department Examiner Expects 
Further Shrinkage in Receivership 


Although an audit of the Prudential 
Casualty & Surety of St. Louis, thrown 
into receivership last December, shows 
assets with a book value of $994,578 as of 
the receivership date the Missouri De- 
partment examiner suggested a possible 
shrinkage, qualifying his report by ex- 
plaining “Your examiner has reason to 
believe that in some cases efforts were 
made by certain of those connected with 
the company to conceal through certain 
entries some of the actual transactions 
of the company.” 

Of the premiums in course of collection 
item $69,851 is said to be charged 
against H. C. Baldwin, agent for the 
company in Indianapolis and brother of 
William M. Baldwin, former president of 
the company. The examiner stated he 
had reason to believe that false names 
were used in some of the real estate 
mortgages. It has also been charged 
that the company was organized with 
capital represented by mortgages on un- 
productive lands in southwestern Mis- 
souri and that these mortgages were ex- 
ecuted by men of no financial responsi- 
bility. 

Receivers for the Independent Bond & 


Casualty and the National Guaranty 
Fire, both of Newark, N. J., have filed 


suit against the Prudential C. & S. and 
a number of other linked organizations 
including the Marquette-Easton Finance 
Co., which was the holding company. 
The suit asks restoration of $341,000 
which was alleged to have been frandu- 
lently withdrawn from the assets of the 
New Jersey eres 


ENGAGEMENT ANNOUNCED 


Edgar H. Boles, president of the Gen- 
eral Alliance, and Mrs. Boles announce 
the engagement of their daughter, Miss 
Eloise Boles, to Robert Brownell 
O’Brien of New York. The wedding 
date has not been set. Mr. O’Brien is 
with the Central Hanover Bank & 
Trust Co. 


Fight for Compensation Program 


(Continued from Page 29) 


identical. We think it is shortsighted- 
ness on the part of both agents and 
brokers to fight the insurance companies 
for large commissions which necessarily 
increases their acquisition cost and which 
in turn permits the mutuals to under- 
sell the stock companies because the mu- 
tual’s acquisition cost is so much less. 

“Wouldn’t it be better for all of us 
to do more volume on a smaller margin 
and give the mutuals a run for their 
money than to try and grab off such a 
large percent of every dollar’s premium 
and permit the mutuals to wax strong 
and prosperous? Take for example the 
automobile fire and theft situation where 
the stock companies are paying 35% 
commission. How can we hope to com- 
pete with the motor clubs and other mu- 
tuals with such a high acquisition cost? 
To conclude we wish to commend your 
action in establishing the principles of 
lower acquisition cost, lower overhead 
for the insurance company and lower 
rates for the assured.” 


N. Y. Brokers Disturbed 


The other side of the producer’s case 
is the unanimity of opinion in New York 
brokerage ranks against the commission 
reduction provided in the new program. 
The metropolitan brokers have taken 
every means available to them (tele- 
grams, letters, ets.) to acquaint company 
executives with their position in the mat- 
ter. They feel that a reduction in the 
commission on the large risks will not 
only defeat the purpose for which the 
cut is suggested but will in large meas- 
ure increase the difficulties of retaining 
other lines of casualty insurance for the 
stock companies. One prominent broker 
has summarized as follows how the In- 
surance Brokers’ Association of New 
York, Inc., and other similar organiza- 
tions in this territory feel about the pro- 
posed change. Responding to the public- 
ly expressed views of a company execu- 
tive recently he says in part: 

“The stock insurance companies are 
faced, as we know, with a very serious 
problem as regards the writing of work- 
men’s compensation insurance. They 
have our sympathy and they are entitled 
to our reasonable co-operation in arriv- 
ing at a solution. We brokers have no 
desire to take a selfish ‘dog in the man- 
ger’ attitude. We realize it is foolish to 
expect stock insurance companies to con- 
tinue to write workmen’s compensation 
insurance at a loss. We recognize no 
force in the popular argument that the 
losses incurred by the companies in writ- 
ing compensation insurance are offset by 
investment income and by profits on 
other lines of underwriting. We see no 
obligation on the part of insurance com- 
panies to carry on, deliberately, any ma- 
jor branch of underwriting, facing a 
sure loss. We know the condition is des- 
perate and that desperate means are 
needed to arrive at a cure. 

“We are in accord with your analysis 
of the causes of high loss ratios because 
of elements beyond the control of the 
companies. The case is so clear we do 
not believe that any just criticism can be 
leveled at stock companies for attempting 
to charge adequate rates, or else for de- 
clining to write the business. We follow 
your conclusions until you reach a dis- 
cussion of acquisition cost, and there we 
differ. 

“We have repeatedly made the point 
that the term ‘acquisition cost’ is definite- 
ly misleading. When these words are 
applied to brokers’ commissions, they 
imply merely a sales commission, a com- 
mission which might be fixed by the 
company on a ‘take it or leave it’ basis, 
depending on how much they were will- 
ing to pay to salesmen merely for selling 
their policies. The words ‘acquisition 
cost’ have no connotation to cover the 
cost of any service rendered by the pro- 
ducer other than mere salesmanship. 
Urges Consideration of Brokers’ Position 


“The measure of a salesman’s commis- 


sion is apparently all which is in the 
minds of the National Bureau, the Na- 


tional Council and the company officials, 


who have been active in proposing the 
new plan of graduated scale of agents’ 
and brokers’ commissions on workmen’s 
compensation insurance. 

“We ask you to give consideration to 
the following statements: 

“No graduated scale of commission is 
logical. 

“By and large, the broker’s expenses 
in rendering service on a larger account 
are greater in proportion, figured as a 
percentage of premium than the cost of 
his service on moderate sized accounts. 
And, of course, on very small premiums 
there is no rate of commission adequate 
to reimburse the efficient broker for his 
services. Compensation commissions to 
brokers are already at a minimum when 
they are fixed at 10%. Our own office 
expenses approximate 13% of all pre- 
miums passing through our books. 

“Stock insurance companies cannot ex- 
pect us to conduct our compensation in- 
surance business at a loss, any more than 
the public should expect insurance com- 
panies to continue to operate the same 
branch of business at a loss. 

“The chief argument which we have 
in the past used successfully to retain 
business for stock companies against 
mutual competition, has been the argu- 
ment that when insurance is placed in 
the stock companies the-assured has the 
benefit of our services as his broker, and 
he has been willing to pay the difference 
in cost to stock companies, which you 
know is greater than 10%, so that he may 
have our services. And the same is true 
of the clients of other efficient broker- 
age houses. 

“If you should be able to set up a dif- 
ference of cost between mutual compa- 
nies and stock companies represented 
solely by the commission paid the rep- 
resentative of the assured, then you 
would really have a basis which would 
tend to secure the return of good lines 
from the mutuals to the stock companies, 
and the retention of those now on the 
stock companies’ books. 

“Most clients are surprised when. they 
find that we receive only 10% commis- 
sion. 


Can’t See How Plan Will Strengthen 
Stock Co. Position 

“At a meeting the other day of the directors 
and some other members of the Insurance 
Brokers’ Association we, the salesmen in the 
field, in contact with customers, could not, for 
the life of us, understand how company officials 
could arrive at the position which some of them 
have taken—that the proposed plan would 
strengthen the hands of the stock companies in 
their competition with the mutuals, with State 
funds, and with self-insurance plans. That is a 
hope and delusion not borne out by facts. If 
the companies deliberately choose to abandon 
writing such lines of compensation insurance as 
promise to be profitable, they are embarked upon 
the correct course. 

“At a meeting last week of a committee of 
the Brokers’ Association with a committee of 
the New York Casualty Managers, one company 
man made the statement that to his knowledge 
the actuaries and officials of the companies had 
taken every factor into consideration in arriv- 
ing at this new plan. But when we asked him 
if the factor of the cost of conducting a pro- 
ducer’s office had been taken into consideration, 
he had to admit that it had not. 

“The New York managers asked us whether 
we had any definite suggestions to offer instead 
of the proposed plan. If this were a temporary 
emergency, if a time limit could be placed upon 
the change, with definite guaranteed assurance 
that at the expiration of that time full rates of 
commission would be restored, then we might be 
willing to agree to such a general flat reduction 
in commissions on compensation insurance as 
would offset the definite increase in rate estab- 
lished in different sections of the country, so 
that on each policy we would continue to re- 
ceive 10% on the present basis of premium, fore- 
going any additional remuneration on the emer- 
gency increase in rate. 

“But we fear that this is not a temporary 
emergency, and we have suffered before and are 
still suffering through making arrangements of 
that sort and then finding them permanent in- 
stead of temporary. The difficulty would be 
that in a very short while there would be such 
changes and modifications in rating method that 
the difference between the basic and increased 
rates could not be determined. Also there would 
be great variation in rates of commissions on 
insurance of different classifications in the same 
state and between states. Therefore in any ef- 
fort to work out a solution along the lines out- 
lined above, that we forego our commission on 
emergency increase of premiums, we must ask 
that we be safeguarded against those possible 
complications and developments. 

“We urge the prompt abandonment of the 
present plan, which is alienating producers, par- 
ticularly New York brokers,” 








United States Fidelity & Guaranty Co. 
with which is affiliated 
Fidelity & Guaranty Fire Corp. 
Home Offices: Baltimore, Md. 











Two More Oil Companies In 
Highwav Safety Movement 


Two more oil companies, the Stand- 
ard Oil of New York and the Ameri- 
can Oil Co., have joined the Tri-State 
Street & Highway Safety campaign 





which has been conducted since Apri! 
by the motor vehicle commissioners 
of New York, New Jersey and Penn 
sylvania in co-operation with the Na- | 
tional Bureau of Casualty & Surety 

Underwriters. In joining the move- 

ment both companies expressed their | 
belief that the campaign has been 

beneficial in reducing accidents in the 

three states. 

Posters depicting how common 
traffic violations result in serious ac- 
cidents have been on display monthly | 
at thousands of stations of eight large | 
oil companies in these states since the | 
campaign started. The work will con- 
tinue for a year under the sponsorship 
of Commissioners Hartnett, New 
York; Hoffman, New Jersey, and 
Eynon, Pennsylvania. The hope is 
expressed by John J. Hall, director of 
the street and highway division in the 
National Bureau, that the idea will 
spread to other states as soon as the 
favorable results in pioneer states 
have been appreciated. 











CRITICIZES FRENCH DECISIONS 


Courts Nullify Accident Policy Provi- 
sions, E. van der Broeck Charges 
in New Pamphlet 


French judicial principles have the ef- 
fect of nullifying the provisions written 
in accident policies, according to E. van 
der Broeck, general inspector of insur- 
ance, who has written a pamphlet on 
the subject. 

According to Mr. van der Broeck, for 
a considerable time past the manner in 
which French law courts have favored 
persons who have suffered accidents has 
seriously disturbed French underwriters 
of this line. The idea that “in a well 
ordered society the victim of an accident 
must be indemnified, even if such victim 
is guilty of causing the accident” has 
gained more and more ground. 

It has entirely upset the insurance 
contract Mr. van der Broeck says, by 
rendering its provisions useless and “the 
French courts charge the insurer with 
having undertaken guaranties which 
neither he or the assured had in mind 
when making the policy contract.” This 
evolution in jurisprudence, he claims, will 
have a double logical consequence : oblig- 
atory insurance and an insurance mo- 
nopoly. 





E. J. COOLAHAN PROMOTED 

Edward J. Coolahan has been promot- 
ed by the Maryland Casualty to be man- 
ager of its New York bonding claim di- 
vision. This appointment comes 4s 4 
reward for Mr. Coolahan’s loyal and ef- 
ficient service for the company over 4 
period of twenty years at the home of- 
fice. He has been connected with the 
bonding claim division for fifteen years 
of this period. 

A graduate of Loyola College ani the 
University of Maryland law schoo!, Mr. 
Coolahan is also a member of the Mary- 
land bar. 


25 YEARS WITH U.S. F.&G. _ 
Edward J. O’Neil, Boston manager o 
the United States F. & G., recently com 
pleted twenty-five years with the organ 
zation. 








EAGLE INDEMNITY APPOINTMENT 


Chapman & Co. of San Francisco has 
been appointed Eagle Indemnity genera 
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A Few Reasons W hy It Pays to Sell 


Travelers Accident Insurance 





Micuicgan—$25 a WEEK 


Commercial Traveler— 


Railroad accident—train brought to a 
sudden stop, insured’s head was thrown 
forward and back twice, fracturing the 
Atlas. He wears a steel neck brace and 
exertion of any consequence brings on 
temporary paralytic strokes. 

Paid (double indemnity) since 1912 
—$52,925. 


New York—$50 a WEEK 


Commercial photographer— 

Going down stone steps from his studio, 
slipped and fell, landing heavily on his 
back, fractured spine—wears plastercast. 


Paid since 1922—$26,100. 


PENNSYLVANIA—$25 A WEEK 


Superintendent of Mines— 


In mine; a fall of slate and coal fell on 
him, causing fracture of first vertebra. 


Paid since 1925—$9,999.29. 


MASSACHUSETTS—$50 A WEEK 


Salesman— 
Tripped and fell entire flight of stairs; 


concussion of brain—fracture of skull, 
paralysis of right side. 


Paid since 1926—$16,600. 


OrEGON—$25 a WEEK 


President manufacturing concern— 
Boarding train, slipped off icy step, 
fractured 4th and 5th vertebrae causing 
paralysis of lower extremities. 

Paid (double indemnity) since 1922 
—$24,971.43. 


RuoveE Istanp—$62.50 a WEEK 


Lumber Merchant— 


Slipped on ice in his yard, landing 
heavily, fracturing vertebra in neck, 
has to wear a heavy harness to keep his 
head erect. 


Paid since 1924—$26,200.89. 


On1o—$20 a WEEK 


Retail butcher— 


In automobile, collided with street car, 
sustained fractured skull and arm, and 
dislocation of shoulder. 


Paid since 1923—$9,202.86. 


- Nova Scot1ra—$25 a WEEK 


Manager Laundry— 

Steps of summer cottage collapsed, 
throwing insured on rocky ground, sus- 
taining compound fracture of thigh. 


Paid since 1926—$7,925. 
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Life . Accident 
Liability . Automobile 
Health . Steam Boiler . Compensation 








TR AV EL ER S 


The Travelers Insurance Company 
The Travelers Indemnity Company 
The Travelers Fire Insurance Company 

Hartford, Connecticut 


Fire . Windstorm 
Group . Plate Glass . Aircraft 
Burglary . Machinery . Inland Marine 
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THREE AGENCIES IN GREATER NEW YORK 


LAWRENCE E. SIMON, General Agent THE KEANE-PATTERSON AGENCIES 
25th Floor, Chase Nat. Bank Building 225 West Thirty-fourth Street 
20 Pine Street 1908 Pennsylvania Building 
NEW YORK NEW YORK 


SACKERMAN & LEWIS 


General Agents 
16 Court Street 
BROOKLYN 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Organized 1851 
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